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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life A Progressive SURETY and CASUALTY Company 
Insurance Co. 


St, Louis, Mo. 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 


cities: 


Ulinols Wisconsin Missouri Michigan Pennsylvania 
Aurora Milwaukee St. Joseph Bay City Altoona 
Cicero Racine St. Louis Flint Chester 
Decatur Superior Grand Rapids _ Erie 
East St. Louis Madison Nebraska Jackson Harrisburg 
Joliet Omsha Kalamasoo Philadelpiua 


ord Kansas Lansing 
Wichita New Hampshire Saginaw Wilkes Barre 
Indiana Topeka Coneord York 
Evansville Manchester 

Nashua 





Gary 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 


Premium Rates—The Lowest 
Policy Forms—None Superior 





HEAD "ICE: NEW K : i 
OFFICE bata Write the Home Office for particulars 


CASUALTY INSURANCE 
SURETY BONDS INTER-STATE 
, BUSINESS MEN’S ACCIDENT ASSO. 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 
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A dependable policy such as is 
written by the MERCHANTS 
LIFE is frequently the adjuster in 
the settlement of financial difficul- 
ties—the one thing that satisfies 
the banker in a crisis. 


MERCHANTMEN solicit busi- 
ness with the knowledge that every 
man needs life insurance as a pro- 
tection to his business as well as 
to his family. 


There is a greater OPPORTUNI- 
TY for MERCHANTS LIFE 
SALESMEN today than ever be- 
fore. 





A FEW GENERAL AGENCIES 
OPEN TO THE RIGHT MEN. 











MERCHANTS LIFE 
INSURANCE COMPANY 


WILLIAM A. WATTS, President 


Des Moines, Iowa 
Organized 1894 


LLU HENNA 
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FIRE INSURANCE IN THE UNITED STATES IN 1922 


Facilities of Companies Greatly Increased by Huge Additions to Capital 


and Surplus Accounts 


N other pages in this issue of THE SPECTATOR 
is shown an extensive table setting forth 
the financial condition on Jan. 1, 1923, and 
the business transacted in 1922 of all Amer- 
ican and foreign stock fire insurance com- 
panies reporting to the New York Insur- 


ila Wes) 
AL SO'} ance Department, some of which also 
transact marine insurance. The table em- 


braces the figures of 246 companies which probably transact 
over 90 per cent of the total fire insurance business of the 
country. Not only does this table indicate the magnitude which 
the transactions of the fire insurance companies have reached, 
but also the progress made from year to year and particularly 
in 1922 as compared with 1921. 

Last year the assets of the companies tabulated increased 
over $76,000,000, their capital was increased by nearly $27.000,- 
000, and their net surplus increased over $49,000,000. The 
premium income also increased over $15,000,000, while the loss 
payments declined about $28,000,000. Dividend payments 
increased some $7,000,000. The companies in the table on 
Jan. 1, last, possessed $1,387,330,852 of resources and their 
combined capital was $202,928,354 (including deposit capital 
of foreign companies), while their surplus funds were $409,- 
361,900. 

Their premium income, last year, was $718,763,438, their loss 
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payments were $424,138,811, and the dividend payments of 
the American companies were $31,799,076. Manifestly the 
fire insurance business is a very important factor in American 
life and the companies tabulated are supplying a vast amount of 
protection to American homes and industries. 

It should be borne in mind that the premium items shown 
in the table include not only fire, but marine, motor vehicle, and 
other lines written by the fire insurance companies. The peak 
of the business, as regards volume of premiums, was reached 
in 1920, when the premium income exceeded $837,000,000. In 
1921, there was a falling off of $134,000,000, while the upward 
trend in 1922 enabled the companies to regain $14,000,000 of 
the amount of the decrease in 1921. In financial strength, how- 
ever, the tendency has been almost steadily favorable, the 
improvement in security values in 1922 having helped very 
materially in the last year. During the period of eight years 
following the beginning of the world war, the resources and 
volume of business of the fire insurance companies have more 
than doubled ; and it is manifest from the data presented in the 
table above referred to, that the security back of the policy 
contracts has kept pace with the growth in the extent of the 
protection guaranteed. The fire insurance companies constitute 
a veritable bulwark of safety for the business interests and 
homes of the country against loss by the ravages of fire, and the 
existence of their fire prevention service is a national asset. 
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HANDY GUIDE MAINTAINS RECORD 


Consistent Early Publication Assures Readers Access to Fund of Valuable 
Information Contained Therein 


N March 29, the first supply of copies of the 
32nd annual issue of the Handy Guide to 
Premium Rates, Applications and Policies, 
for 1923, that standard publication whose 
usefulness is so widely recognized by agents, 





was received from the binders, enabling The 
Spectator Company to establish a consistent record of early 
publication, by not only issuing this important book again, but 
making it available to companies and their agents as early in 
the year as ever before. 

The Handy Guide this year maintains the standard which for 
over thirty-two years has made it the life insurance salesman’s 
bible. During the period covered by its thirty-two editions, 
many publications have appeared, purporting to give the policy 
contract in analytical form, but the most comprehensive publi- 
cation, and one from which the salesman may present the 
ultimate facts of the policies of over 183 companies is The 
Handy Guide for 1923. The policy contract is so important 
and has been reduced by company managers and actuaries to 
such an extent that it is almost an impossibility to retain the 
force, clarity and intent of every clause without an exact repro- 
duction of that clause. The information contained in The Handy 
Guide, covering as it does rates and policies of over 180 com- 
panies, is necessary not only to the agent as a book for self- 
education in the practices of his contemporary companies, but is 
also a swaying argument when presented to a prospect in can- 
vassing. It obliterates the twister by precluding the possibility of 
misinterpreted which is liable when clauses are synopsized. For 
over thirty-two years the leading agents of the business have 
used this publication, and innumerable testimonials from its 
users throughout this period attest its efficacy. 


1520 PaGes, But Fits THE POCKET 
There are over 1520 pages brimful of practical information 
for life underwriters, with full copies of one or more policies 
issued by each of 184 life insurance companies, together with 
the warranties and agreements contained in the application 
blank. The book is, however, so compact that it may be carried 
in the coat pocket. 


PREMIUM Rates, PoLiciEs, SURRENDER AND LOAN VALUES 

Disability and double indemnity clauses are presented ver- 
batim in connection with the policies of companies incorpo- 
rating these features in their contracts. 

Premium rate tables, participating and non-participating, are 
given for various types of policies in the different companies, 
together with annuity (immediate and deferred), term, joint- 
life and partnership rates. 


Surrender values are tabulated on whole life, twenty- 


payment life and twenty-year endowment policies, showing cash, 
paid-up, extended insurance and loan values, year by year, for 
twenty years. 

Other important features contained in the Handy Guide 


are monetary and mortality tables, and tables showing the net 
premiums and reserves for the principal kinds of policies in use 
on both the Combined and American experience mortality 
tables, at three, three and one-half and four per cent interest, 
Valuable information is contained in the Handy Guide regard- 
ing the amount of insurance granted for each five cents of 
premiums paid weekly on industrial policies. 

As usual, three supplements to the Handy Guide will be 
issued in 1923 at intervals of about three months, to enable sub- 
scribers to obtain data as to such new policies as are promul- 
gated from time to time. 


INDISPENSABLE TO LIFE AGENTS 

The 1923 edition of the Handy Guide is indispensable to 
companies and agents alike. Its presence in the hands of an 
agent will help to close many difficult cases. A prospect who 
has already been canvassed by agents from several companies 
is often a hard proposition to sell; and the agent is at a dis- 
advantage, unless he knows what those before him have offered. 
The Handy Guide will help him in just such an emergency to 
prove facts to the satisfaction of his customer. 


SELF-INDEXING ADVANTAGES OF THE HANDy GUIDE 

It is really a Handy Guide. All the data relating to any one 
company is presented together, and can be found by one 
reference. The book is SELF-INDEXING, as the companies are 
arranged in alphabetical order. 

The policies, rates and values can be readily compared, with- 
out the necessity of finding facts as to any one company in 
various parts of the book. The Handy Guide is so bound that 
it will lie open flat, thus facilitating references, copying, etc. 

This publication contains more valuable data relating to life 
insurance companies than does any similar work. 


VALUABLE FEATURES OF THE HANDY GUIDE 

The Handy Guide contains data as to American and Canadian 
legal reserve insurance companies, embracing : 

Officers’ names; policy contracts; reserve basis; premium 
rates; cash surrender values; loan values; paid-up insuranc 
values ; extended insurance values; maximum amounts written; 
application warranties, etc.; disability and double indemnity 
provisions; industrial policies, rates, etc.; annuity rates; ne 
premium and reserve tables; mortality and monetary tables; 
state insurance officials, etc. 

The Handy Guide this year is most complete and features, it 
addition to the policies and premium rates of companies, tlt 
terminal reserve values on ten and fifteen-payment life police 
and the ten, fifteen and twenty-year endowment policies 
the modified preliminary term basis (Illinois Standard) Amer 
ican Experience with interest at three and one-half per cet 
The net annual premiums and reserve values for $1,000 on tht 
twenty-payment life and twenty-year endowment types of poli 

(Continued on page 11) 
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PRELIMINARY TERM VALUATION IN 
NEW YORK 

HE amendment, now pending in the 

New York Legislature, to legalize 
in the State the Illinois Standard valua- 
tion basis for life insurance policies, car- 
ries a provision for expense limitation 
applying to such companies as decide to 
operate under this law. 

This legislation would amend Section 
84 of the Insurance Law so as to author- 
ize the Illinois Standard method as an 
alternative to the Select and Ultimate 
method of valuation and in this respect 
is retroactive to January 1, 1907. Ap- 
parently policies issued before that date 
may be valued according to their terms, 
and the rulings of the Insurance Depart- 
ment. However, such reserves for pre- 
liminary-term business still in force of 
those issues would not be far short of 
their reserves as calculated on the full 
net level premium basis. 

Section 97, by the proposed amend- 
ment, would apply exactly the same rule 
to preliminary term companies as to 
others, in denying the limits of first-year 
and total expense. In other words, pre- 
liminary term companies which operate 
under this new law would be required to 
calculate the “assumed mortality gains” 
and the “loadings upon the premiums” 
in the same manner as though their net 
premiums and reserves were based upon 
the same net level premium theory as as- 
sumed by the Select and Ultimate method. 

It seems that the average amount thus 
permitted for expenses per $1000 of “par- 


ticipating’’ insurance will be about the 
same for a preliminary term company as 
for a like company operating under the 
present New York law, on the same mor- 
tality table and assumed interest rate. 
This follows from the fact that the pre- 
mium rates for preliminary term com- 
panies are not in general much different 
from the corresponding rates of other 
companies. 

the Select and 
Ultimate valuation requirement with the 
Select and Ultimate theory of expense 
limitation has been the real obstacle to 


The combination of 


the development of new companies in the 
State. As regards the allowed limit of 
total expense Section 97 has been much 
liberalized by: amendments in_ recent 
However, the requirements of 
Select and Ultimate valuation would gen- 
erally take so much of the early renewal 
premiums collected as to leave less than 


years. 


enough to pay expenses as authorized. 
The excess must be met from surplus 
contributed or otherwise earned, for a 
new company would make little headway 
if it did not incur practically all the ex- 
pense permitted by law. 

The Select and Ultimate method re- 
quires that the reduction of reserve per- 
mitted from the strict net level premium 
basis in the first year of the policy shall 
be.made good progressively in the ensu- 
ing four years, so that after the fifth year 
the reserves held shall be on the full net 
level premium basis. 

The Illinois Standard method of valua- 
tion permits all or most of the first 
year’s premiums, except the first-year 
mortality cost, to be available to meet the 
first-year expenses. Except for policies 
with gross premiums greater than 20- 
Payment Life premiums, the accumula- 
tion of reserves is wholly postponed to 
the second policy year. 

It has been demonstrated that the ex- 
pense margin thus available from the 
first-year premiums by the Illinois Stand- 
ard method of valuation would for most 
companies be greater than Section 97, 
would permit to be used for first-year ex- 
penses, as defined in the law. 

The Select and Ultimate reserve sys- 
tem practically requires that most gains 
from light mortality in the second, third, 
fourth and fifth years of the policy must 
be added to the reserves. In fact, as- 
sumed mortality gains must be added to 
the reserves even if the mortality ex- 


§ 


perienced is less favorable than expected 
according to the Select and Ultimate 
theory. 

l‘or companies that operate on the 
Illinois Standard basis the actual mor- 
tality gains, together with the loadings 
in the premium and the margin from the 
first-year premiums over and above what 
is permitted for the first-year expense 
under Section 97, will all be available for 
renewal expenses, subject, however, to 
the limitations of Section 97 regarding 
the total expenses which a company is 
permitted to incur. 

It is to be noted that a preliminary term 
company which actually carries on a “par- 
ticipating” business within the limitations 
of Section 97, is very likely able to cover 
all or a substantial and increasing part of 
these expenses out of its premium income, 
and without the need of heavy drafts 
upon its surplus from other sources. 

By adopting the prosposed amendments 
New York will encourage the forma- 
tion of new companies and the entry of 
established companies, which hitherto 
could not fully comply with the statute, 
or have refused to change their entire 
methods of doing business in order to 
comply with the special requirements of 
the New York statutes. At the same 
time, there will not be any real lessening 
of the restrictions on expense which have 
done so much to’ promote economy and 
efficiency in the life insurance business, 
not only within the State, but throughout 
the Nation. 





SUICIDES IN THE UNITED STATES 
HE Save-a-Life League, of which 
Dr. Harry M. Warren is president, has 

made public a very interesting analysis of 

suicides during 1922. The organization 
reports over 12,000 deaths by self-de- 
struction during the past year, of whom 
one-third were women and a large pro- 
portion prominent business and profes- 
sional men. New York city residents in 
this roster numbered 839 and it is inter- 
esting to note that the favored methods 
in the metropolitan districts are jumping 
either from high buildings or in front of 
subway trains. Dr. Warren even reports 

the discovery of a suicide club among a 

group of girls. It is surprising to review 

the figures and note the large number of 
persons who take their lives for reasons 
so trivial as to appear ridiculous. It 

would tax the most brilliant writers of a 
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Daniel Webster 
Was a Good 
Spender 


Daniel Webster, like many great men before 
him—and some since—was too busy to bother about 
saving money. One day he and his brother, 
Ezekiel, went over into the next township to the 
great County Fair. As they left each was counting 
the few coins he had laid up doing chores all sum- 
mer. At nightfall they returned. Young Daniel 
fairly radiated satisfaction and enjoyment. Ezekiel 


seemed somewhat less enthusiastic. 


“What did you boys do with your 
' money?” they were asked. 


“Spent it,” answered Daniel promptly. 
“And you, Ezekiel >” 


“I lent mine to Daniel!” 


So far as providing an estate for a family, grown 
boys of Ezekiel’s type are just as bad as those of 
Daniel’s. For all modern Websters life insurance 


points the way to thrift. 


The Prudential 
Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 











century to put into words and make a log- 
ical theme from the thought processes by 
which these people could reach a state of 
mind sufficiently morbid to induce suicide 
without weightier cause. Readers would 
look upon such tales with very skeptical 
eyes. And yet real life produces these 
cases time after time. 

A perusal of Dr. Warren’s report indi- 
cates that life insurance companies must 
give consideration to the increasing tend- 
ency to suicide among youth of both 
sexes. This increase has been rapid, 
coming up from 477 cases in 1919 to over 
goo in 1922. The average age of these 
youthful suicides is sixteen for males and 
fifteen for females. This indicates a 
larger degree of morbidity in the coming 
generation, possibly due to economic and 
social conditions, and perhaps in some 
part to be accounted for in the increasing 
ratio of our foreign population. What- 
ever the cause the condition deserves seri- 
ous consideration. With the progress of 
civilization the natural bouyancy of youth 
should be on the increase rather than on 
the wane, and with the above indication 
to the contrary it would seem that mod- 
ernists should look to their laurels. If 
civilization has advanced to a point where 
the youth of the country are relieved of 
the real and interesting problems of life to 
such an extent that they can allow their 
minds to dwell on minor and uninterest- 
ing matters then that is one thing. If on 
the other hand civilization has become so 
complicated as to confuse and depress, 
that is another thing. While we cannot 
attempt to do more than wonder which 
of the above premises may be the correct 
one, if indeed either of them be so, we do 
see in them food for thought and present 
them for consideration rather than as 
accepted principles. 

The increase in child suicides is rem- 
iniscent of pre-war conditions in Ger- 
many, when, for a number of years the 
infanticide rate there was notably higher 
than in any other country. However, in 
that instance the cause was easily deter- 
mined, since the German intellectual pres- 
sure was so intense as to bring about ex- 
treme depression among the youths who 
failed to make desirable progress in their 
studies. German “kultur” was inclined 
to regard this condition from the scien- 
tific standpoint as an evidence of the 
“survival of the fittest.” No such cold- 
blooded attitude will ever be taken in the 
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United States, however, and only occa- 
sionally can an infanticide be laid to dif- 
ficulties in the classroom. Fortunately 
we have to look further in seeking the 
causes of our increasing ratio of suicides 


among youths. 





TOPEKA SALES CONGRESS 


Service Keynote of All Speakers—Over 
- Two Hundred Present 

TorpEKA, Kans.—The fourth annual life in- 
surance sales congress, held in Topeka last 
week under the auspices of the Topeka Asso- 
ciation of Life Underwriters was a huge suc- 
cess. There were two hundred life insurance 
agents in attendance. The speakers were all 
men of experience and the discussions of the 
various talks were exceptionally interesting 
and valuable. 

The keynote of the congress was service. It 
was pointed out by nearly all of the speakers 
that life insurance was a profession and had 
come to be a matter of real service to human- 
ity in making provision for the future welfare 
of loved ones. It was urged that while the 
agents could not live without the commissions, 
still they must forget the commissions and poli- 
cies and sell life insurance service to their 
prospects. Many of the agents pointed out 
that they have become big prodticers because of 
satisfied policyholders coming back for more 
insurance for which the agents had not had to 
work a bit except to establish good will and 
see that there was no deception or overstate- 
ment of what the insurance would do. 


State Life Director Killed 


Harry W. Hill of Earlham, Iowa, secretary 
of the State Life Insurance Company of Iowa 
at Des Moines, Iowa, was almost instantly 
killed Saturday, March 24, when an elevator 
at the Randolph hotel at Des Moines, in which 
he was a passenger, fell from the eighth floor 
to the basement. This accident was the most 
disastrous elevator accident in the history of 
Iowa. Every safety device failed to function. 

Besides Mr. Hill, his wife and Mrs. Richard 
Hoskins, a sister-in-law of Mr. Hill, and the 
elevator operator were killed. Mr. Hill’s 
daughter, nine years old, and a daughter of 
Mrs. Hoskins are not expected to live. 


New York Life Underwriters to Meet 

The April meeting of the New York Life 
Underwriters Association will be held at Del- 
monico’s, Tuesday, the toth. The program 
provides for ten short recitals of actual ex- 
periences by some of the most successful rate 
book carriers in the association. 


Home Life Appointments 
The board of directors of the Home Life In- 
surance Company of New York at a recent 
meeting appointed W. J. Cameron actuary of 
the company and H. N. Sheppard, associate 
actuary. 


LEAFLET SERVICE PLAN 


Companies and General Agents Find 
Nash System Successful 








PROSPECTS SCIENTIFICALLY 
CIRCULARIZED 





The Spectator Company Brings Out 
Definite Plan for Best Use of Leaflets 
Written by W. T. Nash 

The life insurance agent is not sufficient unto 
himself. There must be some method whereby 
he can keep his personality and the product he 
has to sell before the mind of the prospective 
purchaser while he is absent, or in the inter- 
vals between his personal calls. There must 
be, in addition, some way in which the prospect 
can be prepared to receive the life insurance 
agent and some system for making certain that 
the reception will be favorable. In other words, 
the prospect must be made aware of his needs 
for life insurance and must be sold on the 
idea of life insurance as much as possible before 
the agent calls. Then, after the policy con- 
tract is signed, there is the necessity for keep- 
ing the policyholder sold on life insurance in 
order that lapses may be prevented and new 
business solicited. The best system for accom- 
plishing these vital ends is the “Business Builder 
Service.” The “Business Builder Service” re- 
fers to the use of the educational, business-get- 
ting leaflets written by the well-known author, 
William T. Nash, and published by The Spec- 
tator Company. There are thirty-two leaflets 
in the Nash series; twenty-seven of which are 
directed at the prospect and five of which are 
for the education of agents and field men. 


Not AN EXPERIMENT’ 

The use of these leaflets and the achievements 
they make possible are no experiment. The 
successful results of their proper and judicious 
employment are known to life insurance com- 
pany officials, general agents and agents. The 
“Business Builder Service,’ which is made up 
of the definitely-planned circularization of 
prospects by means of Nash leaflets, is some- 
thing which every life insurance company or 
general agent should install for the benefit of 
its agents and the ultimate good of its premium 
income. The leaflets are all on the subject of 
life insurance but each one is written with 
some particular type of prospective purchaser 
in mind and takes up specialized problems, 
showing how a life insurance policy will prove 
of the greatest utility and worth in each in- 
stance. For this reason, the leaflets are sent 
out to a carefully chosen list of names and the 
occupation of the prospect and his individual 
insurance needs are always borne in mind so 
that the leaflet carrying a correct and forceful 
argument may reach the man or woman to 
whom it is most applicable. Not only are the 
leaflets of the “Business Builder Service” of in- 
valuable aid in selling original policies for life 
insurance, but they are also of the greatest 
assistance after the policy contract has been 
delivered and the first premium paid. The pol- 
icyholder should never be allowed to lose faith 
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in the value of life insurance nor grow indif- 
ferent regarding its benefits and the necessity 
for keeping premiums paid up to date. The 
Nash leaflets forestall the possibility of either. 
“BORROWING FROM Mary” 

There is one leaflet of the “Business Builder 
Service,” entitled “Borrowing from Mary,” 
which fills a hitherto unheeded need. Most in- 
surance companies, when they receive an ap- 
plication for a loan from a policyholder, mail 
out the loan papers for the applicant’s signa- 
ture. In order to get the full benefit of the use 
of this particular leaflet of the Nash series, 
companies should send one of these leaflets to 
each applicant for a loan. It is surprising how 
many loans are stopped at the eleventh hour 
simply as a result of the applicant’s reading of 
this leaflet. The really big field for the leaflet, 
“Borrowing from Mary,” however, is for in- 
surance companies to send it to every policy- 
holder who has a loan on his policy and en- 
close a letter offering partial payment terms 
for the repayment of the loan. The leaflet 
will show the borrower what a bad thing a 
loan on his policy is and the letter will tell him 
how he can get rid of it. Any leaflet which 
will do as this one does and cause an appli- 
cant for a loan to return the loan papers un- 
signed and write the rompany that, after read- 
ing the leaflet, he hasn’t the nerve to borrow 
on his insurance, certainly will cause hundreds 
of loans to be paid off. 

SEND THE RiGHT LEAFLET 

The important thing is to send to a prospect 
or policyholder only such leaflets as are suit- 
able for that party. With the first leaflet, 
in the case of a prospect, should go a short let- 
ter and the company’s statement or some of its 
printed matter. This will introduce the sub- 
ject, the company and the agent. A few days 
later the second leaflet should be sent, carrying 
the agent’s card attached and some personal 
touch couched in brief wording, such as “com- 
pliments of — (the agent).” The leaflets 
should be mailed a few days or a week apart 
and then be followed up by personal calls. For 
policyholders who are already insured with 
the company, the “Business Builder Service” is 
just as useful as it is for the new prospect. It 
means that the life insurance idea is always 
kept before the mental and physical eye of the 
policyholder so that when special exigencies 
arise or when he requires added protection for 
his family or estate, he will naturally turn to 
life insurance as the best way of accomplish- 
ing his desires, 

Life insurance companies and general agents 
all over the country testify to the success made 
possible by the use of the Nash leaflets as em- 
ployed in the “Business Builder Service.” The 
need for such a service exists within the terri- 
tory of each and every life insurance company 
and agency in the United States and the “Busi- 
ness Builder” leaflets adequately, completely and 
successfully fill the need. An explanation of 
the “Business Builder Service” plan and com- 
plete directions for putting it into practice for 
the greatest good of the prospect, the policy- 
holder, the agent and the company, will be sup- 
plied by The Spectator Company upon request. 
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district agents in the following important business 
centers: 
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- Louis Kansas Cit i E r isville 
Topeka Salina Leavenworth — Lincoln, Nebr. INDIANAPOLIS 
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— a men who can meet the following require- MORE THAN a 
a _ reputation, honest, and willing TWENTY-ONE MILLION poli 
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B.—Men of SUCCESSFUL life insurance experi- DOLLARS IN SECURITIES - 
ace. Deposited with the State of Indiana for the Sole gos, 
C.—Men who are good PERSONAL producers. Protection of Policyholders et 
D.—Men who know how to ORGANIZE and a 
MANAGE an agency. eeememad Gov 
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ly attractive contract will be given and backed up by = 
prompt and efficient home office service. The Growth of Oak = 
Our policies have a “Selling Propeller’ which fixes The Solidity of Granite in t 
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Write us for further information. se 
On Agency Matters Address, inter 
NATIONAL LIFE ASSOCIATION CHARLES F. COFFIN, Vice-President in tl 
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$200, 
of I 
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n the one hand Ready! i 
there’s the life agent whose initial equipment consists ° ~ 
of the proverbial ‘“‘rate-book, set of supplies, and a N ew York State F ield Annual oe 
God-bless-you.”’ AND | . total 
Then there’s the Peoria Life man. He is first | nsurance D irectory - | 
given a thorough course of instruction in Insurance i 
and the theory and practice of Salesmanship. ONTAINING a complete list of agents in pony 
Then he has policy contracts that embody every , New York State (‘exclusive of Greater New 806. 
attractive feature of modern life insurance. He re- York) with complete address, list of companies tial ir 
ceives a liberal commission on the business he represented, etc. Bes 
° ° aitin 
writes. An experienced Home Office representa- Many new features are included that will be contin 
tive gives him personal training and help—not only le DO ae compa 
at the outset, but continuously and at frequent a a saenienl the 
intervals thereafter. He knows that he is working * Greater New York is published separately. the In 
with one of the country’s most progressive and dle 
rapidly growing legal reserve companies, and that fo 
the many desirable openings created by its constant THE —— ™ yg 
expansion are filled from its own agency ranks. P. 0. Box 617, Louisville, Ky. | year 1 
lei °° ° ° Send me a copy of the NEW YORK STATE FIELD ANNUAL | ‘orga 
sit surprising that Peoria Life men are AND INSURANCE DIRECTORY. Enclosed find check for 1903, | 
happy and successful? ati dnaniaies sail | total i 
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PROGRESS OF EUREKA LIFE 


Genius of President J. C. Maginnis 
Seen in Management 








1922 A YEAR OF SUCCESS 





Company Has Had Remarkable Record 
Since 1918, When Present Officers 
Assumed Control 


On December 31, 1922, the Eureka Life In- 
surance Company of Baltimore had outstanding 
insurance amounting to $18,419,169 on 124,810 
policies, including both ordinary and industrial 
insurance; this represents a gain of 10 per 
cent over the corresponding item of last year. 
The assets amounted to $1,527,929, a gain of 
$254,555 during the year. Chief among the 
assets are the bond holdings, totaling in the 
aggregate $938,788, of which $163,959 are 
Government bonds, $269,018 State Province, 
county and municipal, $199,257 railroad, and 
$306,354. miscellaneous bonds. Other holdings 
of importance are real estate owned totaling 
$282,453, and loans on first-class mortgages, all 
in the State of Maryland, amounting to $160,- 
350. Of this latter item, $114,900 are first 
mortgage loans on farm property, an item 
worthy of particular mention as marking the 
interest which the officers of the company have 
in the agricultural element of their clientele. 
The net reserve amounted to $1,215,436, over 
$200,000 more than the net reserve at the end 
of 1921. Other liabilities amount to but $18,- 
808. The company has a net surplus of $182,- 
206 and a capital of $100,000, giving a surplus 
to policyholders of $282,206. The exceptional 
progress of this company during the year may 
be visualized by the gain in surplus, which in- 
creased over 40 per cent over the item of last 
year, $126,765. The company had a premium 
income of $698,390 during the year 1922 and a 
total income of $801,610. The death claims 
paid amounted to $138,843. The total amount 
paid policyholders was $155,112. The total dis- 
bursements amounted to $540,714, and the ex- 
cess of income over disbursements was $260,- 
86. These are all commendable and substan- 
tial increases. 

The Eureka Life was organized in 1882 in 
Baltimore, Md., and has transacted business 
continually since that time. A perusal of the 
company’s statistical history, as contained in 
the Life Insurance History, extracted from 
the Insurance Year Book, shows that the com- 
pany during its period of existence progressed 
steadily. Anyone scanning this history will be 
struck by the apparent expansion and remark- 
able strides achieved by the company since the 
year 1918. It will be seen that following the 
reorganization of the company on December, 
1903, the Eureka had on December 31, 1904, 
total insurance outstanding amounting to $1,- 
073,648. In 1912, after practically ten years, 
the company had but $5,360,619, and on Decem- 
ber 31, 1917, had but $8,820,752, whereas on 
December 31, 1922, the company had insurance 
In force amounting to $18,419,169. To demon- 
Strate further, it may be noted that during the 





seven years 1912 to 1917 the company did not 
even double its assets, whereas the assets on 
December 31, 1922, were nearly four times what 
they were on December 31, 1917. Similar prog- 
ress in every other important item reflects the 
same remarkable degree of growth during the 
last five years, and the surplus in particular is 
noted to have increased from $37,001 on Decem- 
ber 31, 1917, to $282,206 on December 31, 1922. 

The fact being established from the his- 
torical data that from the year 1918 extraordi- 
nary progress has been made by this company, 
far surpassing that made during its prior 
thirty-five or more years of existence, it is 
reasonable to investigate the reason therefor. 
In this case it was found that the existing man- 
agement of the company was installed in that 
year when the present president, J. C. Maginnis, 
purchased control of the company. The subse- 
quent results demonstrate in a forceful man- 
ner what can be achieved when a man of enter- 
prise, enthusiasm and aggressiveness directs 
the destinies of any life insurance company. 























Home OFFICE OF THE EurEKA LIFE INSURANCE 
CoMPANY, BALTIMORE, MD. 


Mr. Maginnis is to be congratulated on what 
he has accomplished with the Eureka Life In- 
surance Company during his tenure of manage- 
ment. Since assuming control his personality 
has permeated both office staff and agency or- 
and to a man the employees, 
whether at the home office or in the field, reflect 
in no small measure the progressive character- 
istics of their president. Under his direction 
it is an undeniable fact that the Eureka Life 
has become an important factor in life insur- 
ance underwriting in Maryland and its other 
field of operations, Pennsylvania and the Dis- 
trict of Columbia. 

The Eureka Life is now occupying a new 
six-story home office building, a photograph of 
which is shown herewith. The company oc- 
cupies two entire floors of this building, the 
second floor being used for clerical purposes 
and the third for the executive staff. The edi- 
fice is in the main business district of Baltimore, 
the address being numbers 8 to 12 East Fay- 
ette street. It is another evidence of the sound 
and wholesome progress being made by the 
Eureka Life. 


ganization, 


Michigan Legislation 

Lansinc, M‘cu., April 2—The Michigan 
Legislature entered its fourth month of ses- 
sion today with prospects of at least another 
month before adjournment. 

All told there have been twenty-eight bills 
introduced in both houses of interest to the 
insurance profession. Of these twenty-eight, 
some have passed both houses, others have 
passed only one house and are awaiting action 
in the other, while some have been killed in the 
insurance committees. 

Perhaps the most important bill to make its 
appearance since the administration fire rating 
measure was disposed of, was the agents’ quali- 
fication bill, which last week was reported out 
by the House insurance committee, with a rec- 
ommendation that the bill pass. The measure 
first was amended, however, so that it does not 
apply to life insurance agents or the traveling 
representatives of reciprocals. 

The day before the qualification bill was re- 
ported out another measure to provide a license 
fee of $2 annually be paid for each agent of 
foreign insurance companies doing business in 
the State was This license pro- 
vision is contained in the qualification bill also. 
The fee bill was introduced by the Department. 
It was stated at the time it was put in that the 
Department thought best to be prepared to save 
the license provision should the Legislature de- 
feat the agents’ qualification bill. 


introduced. 


that Miss 
Day, is 


—It was erroneously stated last week 
Anna Jarvis, the founder of Mother’s 
nected with the Fidelity Mutual Life of Philadelphia, 


whereas she has no connection with that company. 


con- 





J. I. A. 


Complete set of the Journal of the Institute of 
Actuaries of London for sale. Uniform binding 
in half calf, gilt tops, from Volume No. XIV 
onwards. Offers to J. B. N., care THE SPECTATOR 
Company, New York City. 
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| Budding 


Time 





The joyous springtime this year is bringing the buds 


of a renewed business revival. 


It is the time for the life insurance salesman to develop 
his germ of success. If his sales volume is not sprouting 
in new life he is allowing certain vital factors to lie 


dormant. 


Lincoln Life salesmen have been made aware of the 
business conditions ‘ust as they now exist, and by a 
very definite form of sales plan directed in a most earnest 
way have been rolling up larger and larger production 


figures each month this year. 


This personal interest in digging out the success germs 


for all our agents is extended to all those who 


(CINK uP (wits THe () LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $240,000,000 in Force 














A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 William Street 


Chicago Office 
New York 


Insurance Exchange 





























PUBLIC LIFE INSURANCE CO. 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 











New Disability Clause 


Two years ago this Company devised a Disability 
provision which was far in advance of any that had 
been previously contained in a life insurance policy. 
We now announce a new Disability provision. Its 
features are: 

Immediate beginning of a lifelong monthly income 

When total and permanent disability has lasted five 
years, the monthly payment will thereafter be in- 
creased 50%. 

When total and permanent disability has lasted ten 
years, the original monthly payment will be increased 
100%. 

Total disability that has lasted three months will be 
assumed to be permanent. 

Waiver of premium, of course, together with full 
annual dividends and a full annual increase in cash 
surrender value. 

As age increases, and the family income dwindles 
through diminishing resources, the disability income 
jncreases to | icct the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 


ot New York 
34 Nassau Street, New York 
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INTERNATIONAL LIFE AND 
TRUST MERGER 


Company Purchases Assets and Busi- 
ness of lowa Life 


INSURANCE IN FORCE TOTALS 
$10,000,000 





Action Provides Extended Facilities—J. O. 
Laugman to Continue as President 
The International Life and Trust Company 
of Moline, Ill, has announced its purchase of 
the entire business and assets of the Iowa Life 
Insurance Company of Waterloo, Ia. More 
than eighteen months have been spent in com- 
pleting the details of the transaction and the 
result of the merger has been an addition of 
$4,000,000 worth of business and over half a 
million dollars in assets to the treasury of the 
International Life, which is thus greatly 
strengthened. The International Life itself has 
occupied a prominent financial position among 
the insurance companies writing life insurance 
and allied lines and the present consolidation 

adds to an already extended organization. 

This important transfer has been completed 
and all necessary legal matters in connection 
therewith have been attended to so that all that 
remains to finish the work is the removal of 
the physical property of the Iowa Life to the 
home office of its purchaser at Moline. Com- 
mencing business in 1916, the International Life 
has steadily increased its assets and its insur- 
ance in force and the foundation of the com- 
pany was never more secure. J. O. Laugman, 
president of the International Life, who has 
served in that capactiy since the organization of 
the company, will continue to discharge the 
duties of his office and will have a larger, more 
before. 


influential backing than ever 


Handy Guide Maintains Record 
(Continued from page 4) 

cies, with the first year full preliminary term 
and modified preliminary term on the American 
Experience basis, with interest at both three and 
three and one-half per cent; also for whole 
life policies on the preliminary term basis, mod- 
ified by the New Jersey law of 1920, and re- 
serve values for ordinary life, twenty-payment 
life and twenty-year endowment policies, ac- 
cording to the Select and Ultimate table, three 
and three and one-half per cent, are given. 

The Handy Guide also contains new rates, 
values and policy forms issued since the pub- 
lication of the 1922 edition. 

The Handy Guide is clearly printed on thin 
Bible paper, is excellently bound in flexible 
cover, so as to lie flat when opened, and, 
although it contains over 1620 pages, may be 
carried in the coat pocket. 

The price of the Handy Guide is $4 per copy, 
or $4.35 if thumb-indexed. 
insurance manager and agent 
should have a copy of the Handy Guide always 
at hand for quick reference. It is highly recom- 
mended and appreciated by thousands of life 
insurance men, many of whom have used the 
successive annual issues through long periods, 
and would feel lost without this standard work. 


Every life 


N. A. L. U. PROGRAM 


Tentative Outline Prepared for 
Chicago Meeting 


DISCUSSION PLAN CONTINUED 


No Read Papers to Be Permitted at This 
Year’s Convention—Interesting Topics 
for Agents 

Below is the tentative program for the Chi- 
cago convention of the National Association 
of Life Underwriters, to be held at the Drake 
hotel, September 5, 6 and 7: 

DRAKE HOTEL, CHICAGO 
Executive committee meeting Tuesday, September 4, 
at 10 A. M. 
PROGRAM 
No read papers printed, 
WEDNESDAY MORNING SESSION 
9:30 A. M. to 12 M. (Daylight saving time.) 

A, O. Eliason, president The National Association of 

Life Underwriters. 
Led by 


Invocation. By 
Convention opened by President Eliason. ~ 


Singing. 


Address by 

“Tlow Adequate Life Insurance Will Decrease De- 
pendency, Illiteracy, Poverty and Crime.” 

Singing. 

Practical methods of increasing the amount of the 
average policy. 

Opened by 

Led by 

Demonstration: How to sell policies in multiples or 
divisions of $5000 units; how to sell $2500 instead of 
$2000, $1250 instead of $1000, ete. 

Demonstration: Selling policies with even amount of 
premium when it would be larger than an even amount 
of insurance with an odd premium. 

Demonstration: Ordering out additional policies. 

Demonstration: Urging the meeting of some specific 
need larger than amount of policy originally contem- 
plated. For example—selling farmer who intends 
taking $1000 policy one for $2000 in order to pay off 
mortgage for that amount. 

Demonstration: Developing an additional beneficiary 
whose needs require additional insurance. 

Demonstration: Increasing the insurance by  sug- 
gesting monthly income instead of payment in one sum. 

Demonstration: Selling larger policy by suggesting 
semi-annual or quarterly payment. 

Open discussion from floor, 

Discussion closed by 

Adjourn. 


WEDNESDAY AFTERNOON SESSION 


2 P. M. to 4:30 P. M. (Daylight saving time.) 

Singing. Led by 

Address by 

“Need of More Life Insurance to Support Charitable, 
Philanthropic and Educational Institutions.” 

Singing. 

Life Insurance for Bequests. 

Opened by 

Demonstration: How to develop prospects from the 
bequest idea—Underwriter lands in a strange town and 
calls on a hospital head. 

Demonstration: How to help the country church pay 
off its mortgage. 

Demonstration: How to sell an additional policy for 
his college. 

Demonstration: Getting the college class to insure. 

Demonstration: Selling a policy to continue one’s 
annual subscription. 

Demonstration: Selling a policy to continue the 
henefaction of a daughter who has died. 

Demonstration: Selling a policy to endow a hospital 
bed. 

Demonstration: Selling a policy to insure the educa- 
tion of some worthy student. 

Demonstration: Selling a policy to insure the carry- 


Il 


SOURCE OF SATISFACTION 


Ohio Governor Testifies as to Value of 
Life Insurance 


PROTECTS LARGE FAMILY 


Calls Life Insurance Companies and Sales- 
men Real Public Benefactors 


Governor Vic Donahey, chief executive of 
the State of Ohio, has written to THe Sprc- 
TATOR an opinion on the value of life insurance 
unequivocally expressing his regard for an in- 
stitution which has left him at peace with him- 
self in the knowledge that his large family is 
well protected against the possibility of his 
death. 

Mr. Donahey is a true American of the best 
type, not only in being the father of a large 
family, but in seeking to protect it from want. 
His letter follows: 

[To the Editor of Tue Spectator] 

I am glad to give you my testimonial as to 
the value of life insurance. 

Being the father of ten children, I am in a 
position to appreciate it more, perhaps, than if 
I were the head of a small family. I have been 
a salaried man nearly all my life and it has 
been a constant source of satisfaction to me 
to know that if my limited income should cease 





Hon. Vic Donahey, Governor of Ohio 


by reason of death, my family would still have 
the benefit of the life insurance which I am 
carrying. I think life insurance companies and 
salesmen are real public benefactors. 
Very truly yours, 

Vic DoNAHEY, 

Governor of Ohio. 
State of Ohio, 
I°xecutive Department, 
Columbus, March 27, 1923. 


ing on of some interest—charitable, educational or 
scientific. 

Demonstration: Selling a policy to continue the sup- 
port of some missionary, Y. M. C. A. secretary, etc. 

How to prepare a life insurance bequest campaign, 

Open discussion from floor. 

Subject closed by 

Adjourn. 

WEDNESDAY, SEPTEMBER 5, 192 
Special entertainment. 


(Continued on page 37) 
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The Eureka Life Insurance 
Company 


of Baltimore 


Is an OLD LINE, LEGAL RESERVE, 
STOCK LIFE INSURANCE COMPANY, 
steering clear of all experiments and following 
the blazed trail of successful experience. 


THE COMPANY IS FORTY YEARS OLD, 
under CONSERVATIVE, SUBSTANTIAL 
MANAGEMENT — rich in experience, with 
progressiveness and ambition evenly bal- 
anced upon a foundation of fundamental 
principles and essentials. 


Its management does not goad men to do the 
unexpected or the impossible, but requires 
only a substantial, conservative progress in 
the items which make a healthy, reliable, 
serviceable institution for the protection of 
policyholders, the well-being of its field force 
and the security of its investors. 


JOHN C. MAGINNIS, President. 














1851 1923 


Berkshire Life Insurance 
Company 


Pittsfield, Mass. 


Durinc this long span of years 


the Company has maintained a high 
reputation for fair and _ honorable 


dealing with policybolders and agents. 


WINFIELD S. WELD, 
Supt, of Agencies 


WILLIAM D. WYMAN, 
President 








INTERSTATE CASUALTY C0. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 


CHICAGO SAN FRANCISCO Houston 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 


SaLtt Lake City ALBUQUERQUE 


LouISVILLE 1 
1015 Boston Building 112 South Third Street 


Gaunt & Harris 
Speed Building 

















PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
CRAWFORD H. ELLIS, President 


Net Admitted Assets, December 31, 


ee ee ree rare ee $11,171,260.67 
New Insurance Paid for 1922...... 21,305,237.00 
Paid for Insurance in Force Decem= 

ee re 90,759,578.00 


The Pan-American writes a complete line of Acci- 
dent and Health policies which are modern and. up- 
to-date in every respect. Our Substandard Depart- 
ment has broadened our already excellent service to 
our agency organization. We wish to establish ten new 
general agencies. If you are interested write to us. 
Address: E. G. SIMMONS, Vice=President and 

General Manager, New Orleans, U. S. A. 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually 
or quarterly, 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 
SERRE SS occ Sirlecaetiaeveunre aaa tts ae $ 32,633,933 .05 





MLSS oor ofc cus woe sone oo sens asoasia matteo err ear 28,512,821 50 
Capital and! SUSpING i.6< 6o:0« s:6-0.si0\e s10 bb's 6 ernie 4,121,111 .55 
DSH EANCEAIN ANOLEE s6/syao/0s «6.015 afro 06 arecelers cares 230,322,163 .00 


Payments to Policyholders..... .....6.000000. 2,331,155 .50 
Total Payments to Policyholders since Organ- 
HBAIOV ONG, hx. seahaseeses rer eee ee eas $30,051,860 92 








JOHN G. WALKER, President. 
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EXPLAINS RESIGNATION 


FE. A Hamilton Gives Reasons for 
Withdrawal from Surety Association 


LETTER TO E. A. ST. JOHN 


rjdelity and Deposit Company Heads Want 
to See Reorganization Before They 
Will Support It 


In reference to the withdrawal, announced 
some time ago, of the Fidelity and Deposit 
Company of Baltimore from the Surety Asso- 
ciation of America, E. A. Hamilton, executive 
head of the company has written the following 
explanatory letter to E. A. St. John, president 
of the National Surety Company: 


E. A. St. John, 

National Surety Company, 

115 Broadway, New York city, 
My Dear Mr. St. John: 

At the conclusion of the convention with you 
the other day when you asked me to seriously 
reconsider reentering the Surety Association of 
America from which we resigned on February 
8 I explained that I had just returned from a 
prolonged absence and would have to inquire of 
my associates as to what had been done during 
that time. I repeated to you what I had previ- 
ously said to Mr. Gage that, when the Surety 
Association is reorganized so as to give promise 
of the intelligent, unselfish and constructive 
development of our business, this company will 
he most happy to rejoin, and that we would, if 
invited, render any assistance that lies within 
our power to accomplish the desired end. 

On talking with Mr. Miller I find we have 
left no stone unturned to co-operate in what he 
describes an endeavor to perfect the reorganiza- 
tion of the Surety Association. Now that I 
have returned I will be glad to join forces with 
Mr. Welton and Mr. Miller in their efforts. 

It seems to me to be absolutely essential that 
any organization of surety underwriters should 
have a committee of named representatives of 
those five companies writing the largest volume 
of surety business and one or two others repre- 
senting the smaller companies. In the hands of 
this guiding committee should be the general 
regulation of the business. 

It is equally essential that a set of rules and 
regulations be adopted, susceptible of practic- 
able enforcement, and a method for their en- 
forcement, perhaps by an arbitrator, be set up 
and power and authority vested in that arbi- 
trator to insure his decisions and directions be- 
ing observed. The two points above covered, 
to my mind, constitute the only foundation upor 
which a desirable and beneficial superstructure 
can be built. 

During the deliberations of the committee 
which conferred with Mr. Cabell last year in 
an effort to simplify existing rules and regula- 
tions, much progress was made until the ques- 
tion of representation in the field came up for 
discussion and there we seemed to reach an im- 
passe. 

I have given a great deal of thought to this 
problem. It seems to me that with some slight 
modifications, the existing rules governing the 
limitation of representation in the field are satis- 
factory; provided, however, that a rule be 
adopted under which any company may pay 
to the representative of any other company the 
same commission which the company he directly 
Tepresents is entitled to pay him under the 
rules, 

An agent spends considerable time in the 
solicitation of business and the preparation of 
underwriting data to enable his company to con- 
sider the risk. Tf his own company customarily 
Pays him a commission of 20 per cent,-or 30 


per cent on a risk of a particular character, but 
in a particular instance the client, while he 
wishes the agent to have the commission, wants 
the risk to be placed with another company, it 
seems to me that he should be paid what is con- 
sidered fair compensation by his own company 
for those services. Furthermore, his own com- 
pany may for any one of a number of reasons 
find it necessary to decline the risk; its line on 
the particular bank or client, for example, may 
be already filled. The agent has done all of the 
work necessary in the transaction and I do 
not think his compensation should be any the 
less because his own company does not wish to 
accept the business. Such a rule would, I am 
sure, meet with great favor in the field, and is 
entirely fair to the companies. 

If I may repeat, this company considers it 
absolutely essential that the operation of the 
Surety Association be entrusted to a guiding 
committee. To this guiding committee the asso- 
ciation must grant the broadest possible powers 
and should it become necessary to go beyond 
the scope of the authority conferred, the com- 
mittee should have the power to act subject to 
the approval of the association at its next meet- 
ing. 

When such an arrangement is provided and 
when rules and regulations are presented which 
are susceptible of proper enforcement, this 
company will be very glad to reenter the Surety 
Association of America. 

Yours very truly, 
E. A. HAMILTON. 


Maintaining a High Class of Adjustments 

In its public relations a modern casualty in- 
surance company is most affected by the ac- 
tivities of its claim men. No one factor can 
do so much to hurt a company as an unfair 
adjustment of a claim. The public are de- 
cidedly not prone to give an insurance company 
the benefit of any doubt. Indeed the public 
can be counted upon to give plenty of criticism 
even when adjustments are perfectly fair. The 
fact that the public has not learned to put faith 
in the casualty companies makes the business 
of adjustments a matter requiring the utmost 
delicacy and tact. 

In making adjustments, however, companies 
should not he guided by necessity, but rather a 
desire to do the utmost for their policyholders 
individually without jeopardizing the interests 
of that body as a whole. It is a fair assump- 
tion that practically all, if not all, of the rec- 
ognized stock casualty companies are doing 
their utmost to carry out this principle. In 
that connection it is interesting to note the 
regular circular letter which the United States 
Casualty Company sends to its claim men 
from time to time: 

Never write us a letter about a claim which 
you would not be willing to have published in 
every newspaper in the land. 

Never make a settlement with an honest 
claimant which will permit you to brag that you 
got the best of him; and if you want to hold 
your job don’t so brag. 

Your duty consists as much in seeing that 
each and every honest claimant gets all that is 
due him, as in seeing that he does not get more 
than is due him. 

You should be a just judge, with a natural 
leaning toward all honest claimants, and if you 
must err it should be in their favor. 

When the United States Casualt Company 
cannot treat its claimants in a broad and liberal 
spirit as distinguished from a narrow and tech- 
neal spirit, it will withdraw from business. 
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Allen M. Reager Joins Continental 
Casualty 

LouisviLLeE, Ky., April 2—Allen M. Reager 
of Louisville has severed his connection as dis- 
trict agent with the Travelers after a repre- 
sentation of 19 years. This change came as a 
result of the new acquisition cost ruling which 
would have caused Mr. Reager to be reduced to 
a regional agent with the Travelers. 

Mr. Reager has become general agent for the 
Continental Casualty Company of Chicago. He 
will operate as Allen M. Reager & Company, 
with offices at 703-04 Inter-Southern ,Building, 
Louisville. The new agency will write fire, and 
will be a member of the Louisville board. Mr. 
Reager leaves the firm of Putts, Weaver & 
Menefee, taking with him the London & Lan- 
cashire Fire Agency. 


1924 Convention 


The National Surety Company, New York, 
is already making plans for its 1924 convention 
which is to be held in February of that year 
at Los Angeles, Calif. The company will de- 
fray the expenses of all those who qualify un- 
der an increased production program which is 
being evolved and whose rules will be sent to 
all agents and field men throughout the coun- 
try. A pamphlet announcing the production 
plan and depicting scenes in and about Califor- 
nia has already been issued and the 1924 con- 
vention of the National Surety bids fair to be 
the largest and most enthusiastic in its history. 


National Surety Plans 


Creditors of Casualty of America Get 
Dividend 

A second payment of 3214 per cent to the 
creditors of the Casualty Company of America 
was recommended by Francis R. Stoddard, Jr., 
New York Insurance Commissioner, in a report 
to the New York county clerk, submitted this 
week. The motion to confirm the report and 
give authority for the transaction will be heard 
in the Supreme Court on April 13. All claims 
prosecuted against the company total $15,111,- 
759.55, but creditors, after the recommended 
dividend has been paid, will have received about 
5714 per cent of their bills, the present report 
being the tenth one to be filed in connection with 
this action. The number of claims presented 
was 5579, while of the total sum, $12,000,000 
was disallowed by order of the court. As soon 
as the present report is confirmed in the Su- 
preme Court dividend checks will be mailed to 
creditors and the process of liquidation of the 
Casualty Company of America will be well 
advanced, though not entirely completed. 


American Surety Honors W. A. Brandt 


In celebration of thirty-five years of service 
with the American Surety Company, New 
York, the officers of the company !ast Thurs- 
day tendered a luncheon to W. A. Brandt, man- 
ager of the purchasing division. 

The luncheon was held in the company’s new 
restaurant on the twenty-third floor of their 
building at 100 Broadway, that city, and was 
attended by fifty officers and junior officers of 
the company. 
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CASH CAPITAL - - - 
ASSETS - - - = = = 





Reinsurance Recoverable on Paid Losses 





ASSETS 

United States Victory and Liberty 

a sa Sa hteets a) bea by  aitah HSB $891,000. 
Miscellaneous Stocks and Bonds....... 5,364,105. 
EES Oe OEE PTE 579,750. 
Cash in Banks and in Company’s office. 210,160. 
Interest Due and Accrued............ 91,698. 
Premiums in Course of Collection. .... 1,031,844. 
Deposited with the Workmen’s Com- 

pensation Reinsurance Bureau...... 98,853. 


28,828 . 8! 


$8,296,241. 












Gnited States Casualty Company 


EDSON S. LOTT, President 


$1,000,000.00 
8,296,241.50 


Financial Statement December 31, 1922 


00 
00 
00 


NET SURPLUS - - - - $1,000,891.72 
Surplus to Policyholders -  2,000,891.72 
LIABILITIES 
ae eee $1,000,000. 00 
Reserve for Undetermined Losses...... 3,017,171.04 
Reserve for Reinsurance.............. 2,797 ,381.17 


PAID FOR CLAIMS $28,581,202.42 





Reserves for Commissions on Premiums 

in Course of Collection, for T'axes on 

Premiums and for Reinsurance due.. 440,797.57 
Reserve for all other Indebtedness..... 40,000.00 
Net Surplus over all Liabilities........ 1,000,891 .72 


$8, 296,241.50 




































Just the Book you have been Waiting for 





A New EpbucaTIoNAL TREATISE FOR 
Fire InsurANCE STUDENTS 


Building Construction 


As Applied to 


FIRE INSURANCE 


Embracing Lectures by 
CHARLES C. DOMINGE 
Before Classes of the 
Insurance Institute of America 
also 
INSPECTING FOR FIRE INSURANCE PURPOSES 
Including Valuable Suggestions by 
WALTER O. LINCOLN 
Messrs. Dominge and Lincoln are authors of the standard publication 
Fire Insurance Inspection and Underwriting, and are members of the Na- 
tional Fire Protection Association. 


Ben PRPSF COVE... 2 ccc cccsccccesesccvecs 
en ME URIRNNEY 5. s.5c arses as0'8 inloi8 aisle eile oie $1.50 


Liberal Discounts in wholesale quantities 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














YALE READINGS 
INSURANCE 


Edited by Prof. L. W. Zartman 
Revised by William H. Price 


IN TWO VOLUMES 
VOLUME I. PERSONAL INSURANCE 


Life Insurance Theory, life insurance history, net 
premiums, expenses, the reserve, surplus and divi- 
dends, life insurance contracts, regulation, assess- 
ment and fraternal insurance, burial insurance and 
working men’s insurance. Price bound in cloth, 
$3.50 per copy. 


VOLUME II. PROPERTY INSURANCE 


Marine Insurance, history of fire insurance, the 
theory of fire insurance, fire insurance organization, 
fire rating, fire insurance contracts, finances, and 
loss prevention. Price, bound in cloth $3.50 per 











copy. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











to 

or 
Hi 
sur 
str 
tior 


tiot 
pan 
of 

ent 
age 
to | 
dev 
dar 
usu 
der 
will 
und 
will 
to t 
busi 

At 
chan 
the 

and 

sural 
John 
title 
near] 
all d 
actin: 
partn 
eral 
admit 
Mr 
regar 
Write 





Thursday 





72 
72 


).00 


— 


v7 


y, net 

divi- 
1SSess- 
e and 
sloth, 


E 
> the 


“9 


ation, 





, and 
0 per | 





April 5, 1923 


THE SPECTATOR 


Casualty, Surety, Etc. 











—! 


AETNA PROMOTIONS 


New York Office Announces Changes 
in Organization 








w. M. SMITH AND C. H. VAUGHAN TO 
HARTFORD 





Secretary John S. Turn Also General Man- 
ager—David Meiklejohn and E. H. 
Morrill Assistants 
A number of important additions to the home 
office staff of the AZtna Casualty and Surety 
Company as well as changes of considerable 
importance in the organiztion of the New York 
branch of the Aftna Life and Affiliated Com- 
panies were announced to-day at the home office 
in Hartford. Wilmot M. Smith, who has been 
in charge of the fidelity and surety department 
of the New York branch since the A¢tna en- 
tered the fidelity and surety field, has been 
brought to Hartford to assume important duties 
in the fidelity and surety department of the 
Etna Casualty and Surety Company, as assist- 
ant to Vice-President D. N. Gage. Mr. Smith, 
who is widely known as an able and experi- 
enced surety underwriter, in addition to hav- 
ing supervision of one-third of the field, in- 
cluding New York, will continue in charge of 
the fidelity and surety department at the New 
York branch, the company’s direct telephone 
facilities New York and Hartford 
assuring prompt service. Mr. Smith’s transfer 
to the home office is occasioned by the rapid 
erowth of the surety business of the A®tna. 
His well-known ability and experience in the 
surety field will add materially to the present 
strength of the A®tna’s home office organiza- 

tion. 

Another addition to the home office organiza- 
tion of the Attna Casualty and Surety Com- 
pany is announced in the transfer to Hartford 
of Chas. H. Vaughan, formerly superintend- 
ent of the sprinkler leakage and water dam- 
age department at the New York branch office 
to be assistant to Secretary D. G. Stone in the 
development of sprinkler leakage and water 
damage insurance. Mr, Vaughan has been un- 
usually successful in the development and un- 
derwriting of these lines, and his experience 
will well fit him for the work which he will 
undertake at the home office. Mr. Vaughan 
will continue to give some portion of his time 
to the sprinkler leakage and water damage 
business at the New York branch office. 

At the same time, the following important 
changes are announced in the organization of 
the New York branch of the A&tna Casualty 
and Surety Company, and the Automobile In- 
surance Company of Hartford. Secretary 
John S. Turn has been given the additional 
title of general manager in order to more 
nearly indicate his control and direction over 
all departments. David Meiklejohn, formerly 
acting manager, compensation and liability de- 
partment, has been appointed assistant gen- 
eral manager in charge of underwriting and 
administration. 

Mr. Meiklejohn is perhaps the most highly 
regarded compensation and liability under- 
Writer in New York, with a large acquaintance 


between 


among brokers and a reputation for construc- 
tive service of the kind that proves useful alike 
to brokers, their clients and the company. He 
has had a wide experience in all phases of the 
business of insurance. 

KE. H, Morrill, Jr., formerly manager of the 
brokerage and agency department, has been 
appointed assistant manager, in charge of 
production. 

Mr. Morrill has long been identified in 
agency, advertising and development work, and 
his experience has brought him in touch with 
agents and brokers in various sections of the 
county. He understands their problems to an 
extent that has enabled him to be of continued 
service to them. 

Theron U. Lyman, formerly with the home 
office, has been appointed manager of the com- 
pensation and liability departments of the New 
York branch. The appointment of Mr. Lyman, 
for many years in charge of the claim depart- 
ment of a prominent company, will come as a 
pleasant surprise to many New York brokers 
by whom Mr. Lyman is well and favorably 
known. Secretary Turn is of the opinion that 
an experienced claim man makes the best kind 
of an underwriter, and he has shown his usual 
good judgment in the selection of a man of 
extensive experience in compensation and 
liability administrative claim work to fill this 
important position in his organization. It will 
be generally conceded that in Mr. Lyman, the 
Aétna’s New York office has gained a valuable 
asset. 

Howard D. Wright, formerly special agent, 
New York branch, has been appointed acting 
manager, Forty-second street branch, succeed- 
ing J. B. Clarke, resigned. 

Mr. Wright has had many years’ experience 
in both agency work and underwriting. He 
has a fine personality and will no doubt make 
many friends for the AZtna and for himself 
among the brokers above Fourteenth street who 
are served by his office. 

Walter B. Vaughan has been placed in charge 
of the sprinkler leakage and water damage de- 
partment at the New York branch, succeeding 
Charles H. Vaughan, whom he has previously 
assisted in this department. 

These important organization changes are 
made necessary by the rapidly increasing vol- 
ume of business handled by the A‘tna Com- 
panies at their New York branch and give 
promise that even greater future expansion 
may be expected of this important branch, 
which, under the direction of Secretary Turn, 
has been steadily building both prestige and 
business for the Attna in New York city. 
lowa Agents of United States Fidelity and 

Guaranty Meet 

Des Mornes, April 3.—Iowa agents for the 
United States Fidelity and Guaranty Company 
of Baltimore met in Des Moines Friday and 
Saturday, and talked over business affairs at 
the Hotel Savery. The company proposes to 
carry on through its agents and in other ways 
an education campaign designed to instruct 
bankers and business men in the art of out- 
witting burglars and eliminating yeggs and 


thieves. IF. M. Speuer, C. F. Clifford and T. D. 
Troy of the home office attended the sessions. 
J. Dillard Hall is Iowa manager and Joe H. 
Marshall is in charge of the Des Moines 
branch, The entire party attended the Council 
of Members of the Chamber of Commerce 
Friday noon, and was introduced by Chairman 
I'd Odea of that organization. 





United States Casualty Company 

The United States Casualty Company, of 
New York, of which Edson S. Lott is president, 
has now paid for claims a sum well in excess 
of $28,500,000, and its statement covering the 
year 1922 shows that it is still keeping up its 
yearly record of progress. During the past 
year the company’s capital was increased to $1,- 
000,000, it having paid dividends amounting to 
110 per cent on the previous capital of $500,- 
ooo. Notwithstanding this, the company closed 
the year with $1,000,892 of net surplus, as com- 
pared with $1,010,037 a year ago, the surplus 
as to policyholders having increased nearly 
$500,000 during the year, and now amounting to 
$2,000,892. The premium income last year, $6,- 
368,095, was the largest in the company’s his- 
tory and showed a substantial increase over the 
previous year’s. The company now reports as- 
sets of $8,296,241—an increase of about $534,- 
000, and the largest in the company’s history. 
It is evident that the United States Casualty 
Company is under competent and progressive 
management, President Lott having been an 
active factor in the administration since the 
company was started in the year 1895. 


Sun Indemnity’s New York Office Opens 

The Sun Indemnity Company of New York 
has formally opened its New York metropolitan 
district office for business. It is in charge of 
Alfred J. Hodson. 
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Prompt Service 
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Territory available 
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More than a Century of Service 


RALPH B. IVES, President 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


tes Rental Value 
Marine Use and Occupancy 
Automobile Profits 

Worm er-vele) Sprinkler Leakage 
Rent Registered Mail 
Leasehold Parcel Post 


Losses Paid over $223,000,000 
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THIRD EDITION—NOW READY 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection an¢ Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 
Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 


Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 
Pendent the Book for the Underwriter in Office or Field 


PRICES 
Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO - PUBLISHERS - NEW YORK 
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UNITED STATES HEAD OFFICE: 


431 Insurance Exchange, Chicago, IIlinois 


ASSETS at 12-31-22 : $10,288,123.11 


ACCIDENT AUTOMOBILE 
AND HEALTH AND TEAMS 
INSURANCE INSURANCE 





ALL LIABILITY WORKMEN’S 
LINES AND COMPENSATION 
SPECIAL RISKS INSURANCE 


SURPLUS at 12-31-22 : $1,696,939.07 


EASTERN DEPARTMENT: 
45 John Street, New York City 














UBLICATIONS OF C, & E. LAYTGN., 


The undersigned are sole agents in the United States for the eld established 
publishing house of Gharles & Edwin Layten of Lenden, England, whose long list of 
publications on fire, life, marine and otker branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CBNT SPRAMP FOR CATALOGUB, 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 








UNITED STATES BRANCH 


London & Scottish Assurance Corp., Ltd. 


of London, England 
HORATIO N. KELSEY, Manager 


Statement of Condition December 31, 1922 
ASSETS 


U. S. Government Bonds.... $633,600 .00 
900,765 .00 
108,790.13 
172,752 .37 

17,965 .19 


Cash in Banks and Office...... 
Premiums in Course of Collection... 
Acertied Interest-on Bonds: «. .. 2. .6s6 005s os 





EET EASS OES Ce ool toda es tin a ect aee eee eae 11,734 67 
“‘hotal Admitted: ASSCtS.. 1626 6 siecwcie siete wees $1,845,607 .36 


LIABILITIES 
Reserve for Unearned Premiums.............. 
Reserve for Losses. . 
Reserve for Taxes 
Other Liabilities. .. 
SUE PUS . 6 e605 3 5 


$442,592 .94 
199,489 .54 
38,545 .76 
6,713 .45 
1,158,265 .67 
$1,845,607 .36 
United States Trustees—George C. Lee, Francis L. Higginson, 
Jr., Norwood P. Hallowell 
Just as the great buildings of today rest on the solid bed rock, 
so the LONDON & SCOTTISH rests securely on the founda- 
tion of its record, energized by closest CONTACT with its 
representatives, vitalized to highest achievements by close CO- 
OPERATION and inspired in each transaction by the CON- 
FIDENCE of its agents and its policyholders. 
1862—SIXTY-FIRST YEAR—1923 
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AGAINST FOREIGN 
COMPANIES 


Campaign for American Insurance in 
Lawrence, Mass. 


CHARLES A. DONOVAN HEADS 
MOVEMENT 


Agents Advised That None But Policies of 
American Companies Controlled by 
American Capital Will Be Accept= 
able to City Hereafter 
The action of the Lawrence (Mass.) City 
Council last week in voting to limit to Ameri- 
can companies such money as is to be paid by 
the city for fire insurance during 1923 came 
as the result of a campaign waged by one 
Charles A. Donovan, citizen of Lawrence. Mr. 
Donovan does not appear to be connected with 
the insurance business in any way, his name 
not being included in the list of authorized 

brokers or agents in the ‘Commonwealth. 

Mr. Donovan sent a letter to the insurance 
agents of Lawrence, a city with a population 
of 95,000, and his campaign was recently con- 
summated in the action taken by the council 
to instruct the city clerk to favor policies of 
American owned and American controlled in- 
surance companies. 

His letter to the agents was as follows: 

My Dear Sir: 

In looking over the insurance policies at 
City Hall covering our municipal buildings, I 
found a number of foreign companies and 
American companies under foreign control 
listed. Communicating this fact to the City 
Council, they voted to go on record as favor- 
ing the acceptance only of American com- 
panies controlled by American capital. 

It is also my purpose to impress on prop- 
erty owners the importance of insuring their 
komes in American companies. To this end I 
am preparing a list of local insurance agents 
who handle the American companies and giv- 
ing the names of said companies, so that the 
property owners may readily distinguish be- 
tween American companies and foreign or for- 
eign controlled companies. 

If you will mail me your list of American 
companies, and I am satisfied they are not 
foreign controlled, they will be included in the 
above-mentioned list. Should you object to 
having your name and that of your all-Ameri- 
can companies published, kindly so notify me. 

Hoping for your earliest co-operation and 
assuring you that I have nothing but the best 
of intentions in this matter, I am, 

Yours for American interests, 
(Signed) CHartes A. Donovan. 

As a result of the action of the City Council, 
policies formerly held in foreign companies will 
be canceled. It is understood that the new 
Policies will be distributed among about sixty 
local agents. The city’s total policies aggre- 
gate $4,256,099, with premium total reaching 
about .$13,500. 

It is not known just what form of publicity 
Mr. Donovan is planning to give the list he is 
Preparing for the benefit of property owners, 


nor is it known how extensive a campaign he 
plans to wage among householders. 

The policies now in force will expire as of 
April I. 


1923 POCKET INDEX ISSUED BY THE 
SPECTATOR COMPANY 


First Fire Insurance Chart to Appear This 
Year; Larger Than Previous 

The Spectator Company of New York and 
Chicago yesterday issued the first copies of 
the Fire Insurance Pocket Index of 1923, which 
is the first fire insurance chart to appear this 
year presenting the statistics of all the prin- 
cipal fire insurance companies for the cal- 
endar year 1922. 

The Fire Insurance Pocket Index presents 
ten years’ statistics of the respective companies, 
with totals and ratios, in its many tables, to- 
gether with much other interesting informa- 
tion, this year’s issue being larger than any 
previous one. 

Among the important departments are a 
classification of premiums and losses for 1922, 
an underwriting profit and loss exhibit for 
1922, assets of prominent mutual companies, 
lists of Lloyds and reciprocal underwriters, 
State insurance officials, underwriters’ agencies, 
retired companies, monthly fire losses for six 
years, large fires in the last 200 years and 
States having resident agent and anti-compact 
laws. There is also data concerning con- 
flagration losses, foreign companies, receipts 
from and remittances to home offices, short rate 
scale, etc., and a useful table of contents. 

The Fire Insurance Pocket Index for 1923 
contains 104 pages and cover, and presents data 
relating to many hundreds of organizations 
transacting fire insurance in the United States. 
—Chicago Journal of Commerce. 

Automobile Appoints D. R. Sibley 

D. R. Sibley has been promoted to be man- 
ager of the Inland Marine Department of the 
Automobile Insurance Company of Hartford, 
Conn. This appointment was made following 
the election of FE. J. Perrin, Jr., as assistant 
secretary, who is in charge of the department. 
Mr. ‘Sibley was formerly assistant to Mr. 
Perrin. 

Mr. Sibley has been with the Automobile In- 
surance Company since April, 1920. He was 
previously with the Providence Washington In- 
surance Company of Providence. He is an 
experienced inland marine underwriter and 
well qualified to fill the important position to 
which he has been promoted. 


New Commissioner of California 

The appointment of George D. Squires as 
Insurance Commissioner of California has been 
confirmed by the State Senate. Mr, Squires 
will fill out the unexpired term of Alexander 
McCabe, who resigned some time ago. E. C. 
Cooper had occupied the post during the interim. 

Improved Risk Mutuals 

For many years two groups of mutual fire 
insurance companies have been specializing in 
the writing of thoroughly protected manufac- 
turing properties, and recently a third group 
has entered this field. The latest group is 
known as the “Improved Risk Mutuals,” and 
embraces the following companies: Fitchburg 
Mutual, Fitchburg, Mass.; Grain Dealers Na- 
tional Mutual Fire, Indianapolis; Lumbermens 
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Mutual, Mansfield, O.; Michigan Millers Mu- 
tual Fire, Lansing; Millers Mutual Fire, Alton, 
Ill.; Millers Mutual Fire, Ft. Worth, Tex.; 
Mill Owners Mutual Fire, Des Moines, Ia.; 
Northwestern Mutual Fire, Seattle, Wash.; 
Pennsylvania Millers Mutual Fire, Wilkes- 
barre; United Mutual Fire, Boston. A. C. 
3aker is manager of this group at New York. 
The two older groups are the Associated 
Factory Mutual Fire Insurance Companies and 
the Junior Conference of Factory Mutual In- 
surance Companies. 


Dubuque F. & M. Steadily Growing 


The fortieth annual statement of the Dubuque 
Fire and Marine Insurance Company of Du- 
buque, Ia., shows that that company has main- 
tained its normal rate of progress during the 
past year, having added over $250,000 to its 
assets and more than $87,000 to its net surplus, 
in addition to having paid $80,000 of dividends. 
The company also increased its premium in- 
come last year by $225,000. It closed 1922 with 
$3,507,212 of assets and a surplus as to policy- 
holders of $1,209,565, including $500,000 capita!. 
Its premitm income in 1922 fell but a few 
hundred dollars short of $1,700,000. The officers 
of this progressive institution are: President, 
N. J. Schrup; vice-president, M. J. McCul- 
lough; treasurer, C. J. Schrup; secretary, S. F. 
Weiser ; assistant secretary, S. W. Waring. 


—In a pamphlet entitled “The First Forty Years,” 
the Commercial Travelers Mutual Accident of Utica 
summarizes its operations, 





“Plgsicultan : ca 
of MhdarocacT O° 


70th 
ANNUAL STATEMENT 


JAN. Ist, 1923 


Capital........ $1,000,000.00 
Assets:........ 8,036,901.63 
Liabilities..... 4,955,239.55 


Net Surplus to 
Policyholders. 3,081,662.08 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 


New York State 
F. F. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A., 514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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AGENTS WANTED! 








For attractive contracts write to 


The Union National Life Insurance Company 


Houston, Texas 


J. C. Stribling, President 


J. M. Yoes, Secretary 

















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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SPEED 
AHEAD! 


During 1923 
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OVIDE LIFE DEPARTMENT 


oven " of the South’s 


OLDEST 

LARGEST 

STRONGEST 
PERSONAL ACCIDENT 

COMPANY! 


That command has gone down the line, and like 
the crews of the giant liners that shatter crossing 
records, every man in the Provident Organization is 
at his post, working smoothly and in unison, to extend 
and amplify the service this Company has so striking- 
ly rendered for 37 years. 





In carrying out that command we will be glad to 
have with us Life Producers whose caliber will justify 
their association with such a program. 


The 
PROVIDENT 


LIFE and ACCIDENT INSURANCE CO. 


of CHATTANOOGA, TENN. 
ESTABLISHED 1887 
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Making Sales 


The business of selling any article depends 
upon three things; the creation of a market, 
the value of the article to be vended, and the 
efficacy of the salesman’s personality and selling 
talk. These factors obtain regardless of the 
type of material or the kind of merchandise 
which it is planned to dispose of. If an article 
is a necessity in the home life of the individual 
purchaser and cf the nation, the task of the 
company behind the product is greatly simpli- 
fed. Life insurance is no exception to this 
axiom; in fact, the truth of the observation 
becomes more palpable when applied to life 
insurance than when applied to almost any 
other thing which the American people or the 
people of any nation are wont to purchase. 
There is, however, this signal distinction: al- 
though there is a real, vital necessity for the 
purchase of life insurance by everyone, many 
persons are not aware of that necessity or 
are not alive to the benefits to be derived from 
a life insurance policy both as a means of 
protecting the future welfare of a family and 
as a method of farsighted savings. In order 
that such persons may be brought to a realiza- 
tion of their need of life insurance, two things 
are important: the company whose policy is 
being sold must incorporate therein all the at- 
tractive features consistent with good business, 
and it must support its agents in every way. 
The agent himself should possess a training 
adequate for the work at hand and one which 
will give him the ability to point out the best 
type of policy for the particular case. The 
creation of a imarket in life insurance cannot 
be wholly accomplished by indirect means such 
as advertising, but is rather dependent, from 
its very nature, upon direct and personal con- 
tact with the buyer. The first part of the prob- 
lem of selling life insurance, then, is the getting 
of prospects to whom the agent’s message and 
the service of the company are to be carried. 


FINDING THE PROSPECT 

There are as many different ways of find- 
ing prospects for life insurance as there are 
methods for discovering prospects for any 
other article to be sold. The agent who will 
make a careful study of this aspect of the situa- 
tion, and will provide himself with sufficient 
names of persons upon whom he can call with 
his policy contract, will have done much to 
pave the way to success in his chosen calling. 
The advent of the telephone has proved a boon 
to life insurance salesmen in that it enables 
them to personally speak to hundreds of pos- 


sible prospects in a short time and permits 
them to find out whether an interview is to be 
granted and is apt to hold any hope of ultimate 
accomplishment. 
insurance salesmen 


For this purpose, many life 
list of names ob- 
tained from registries of one kind or another 
and call them up in turn, stating the name of 
the company as well as their own name for 
A conversation of 


take a 


purposes of indentification. 
the following nature is apt to ensue: “Hello! 
Ts this Mr. Blank? Well, this is Mr. Smith of 
the - Life Insurance Company. Our head 
office has asked me to get in touch with you 
in regard to a savings plan which we have 
evolved and in which we are sure you will be 
further conservation, 


interested.” After some 


during which the stresses the idea of 
saving and protection, and avoids the use of 
the word “insurance” as much as possible, he 
endeavors to arrange an interview with the 
other party. If the request is granted, the 
agent mails the prospect a circular or pamphlet 
explaining the main features and benefits of life 


agent 


insurance clearly and attractively, and encloses 
his card therewith. Then when the prospect 
is actually encountered, much of the preliminary 
explanation has already been done and the ap- 
Another 
several 


proach to details is greatly simplified. 
method which 


life insurance agents have found successful, is 


of obtaining prospects, 


to copy names from the local marriage license 
bureau’s books, on the theory that when a 
young man or woman is to be married, and 
particularly in the case of the man, he or she 
will have the idea of insurance uppermost and 
will then be more likely to meet the agent upon 
a_ business other time. 


This system has been employed with marked 


footing than at any 


value in cities having large populations, where 
the number of persons contemplating marriage 
The State automobile registra- 
information 


is always great. 
tion lists also furnish a mine of 
for the life insurance salesman, since he can 
thus find out something about the financial 
standing of his prospect by the type of motor 
vehicle which has been purchased. This is not 
an unfailing guide, as an investigation of the 
moral hazard involved will be necessary, but 
it is none the less productive of results when 
handled. The so-called “endless 
chain” method is another which has been 
profitably employed in more than one instance. 
This consists in asking each insured for the 
name of a friend who is desirous- of taking out 
life insurance or whose circumstances are such 


that life insurance is not alone desirable, but 


properly 
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actually and vitally necessary. A study of the 
situation in any given locality will dictate the 
best course to follow in obtaining prospects 
and the agent who diligently searches for new 
names is the one whose returns in business 


written are constantly increasing. 


THe VALUE oF LIFE INSURANCE 

Life insurance, as an article to be sold, pos- 
sesses salient advantages over nearly all other 
commodities in that it has an inherent atmos- 
phere of philanthropy intrinsic 
valuation. Its sale is based on the most un- 
selfish of desires, namely, the protection of 
It is pur- 
chased primarily with this fact in view, and 


beyond its 


those near and dear to the insured. 
the need for it arises, not from some personal 
requirement, but from an impersonal desire on 
the part of the policyholder to protect his 
family and to care for them after death has 
claimed him or when some unforeseen 
eventuality has brought about total disability. 
Another advantage which automatically ac- 
crues to the purchase of life insurance is the 
creation, in a short space of time, of an estate 
which it would take years of effort and hard- 
ship to build up. After the death of the in- 
sured, such an estate can be used, not only to 
care for the family of the deceased, but to pay 
off the just debts and obligations which the in- 
For the 
single man or wotnan, life insurance offers sav- 


sured has contracted during life. 


ings features and benefits which are not ob- 
tainable in any other way and which guarantee 
income at that period when vigor of mind and 
strength of body are being seriously impaired 
The tides of life and 
of success are prone to ebb at the same time, 


by the ravages of age. 


even in the case of the most prominent citizens 
and those whose fortunes have always been 
The 


statistics of governments and of life insurance 


looked upon as beyond chance of loss. 
companies show that very few men are self- 
supporting after the age of sixty-five, even 
though they have been successful during earlier 
of funds, dwindling 
host of other causes 
combine to bring about this result. But for the 
man who has had the foresight to take out 
life insurance in a sufficiently large sum, these 
things hold no terror. He knows that the 
labors of his more fruitful years will bring 
their recompense and will provide for him 
through the medium of the life insurance com- 
pany when he no longer is able to provide for 


years. Mismanagement 


mental activity and a 


himself. 


The importance of the institution of life in- 
surance in the lives of the people of this, or 











any other country, cannot be gainsaid. Not only 
is it the mission of life insurance to afford 
protection to widows and orphans and to busi- 
ness careers, but through the farm mortgage 
loans and other real estate loans made by life 
insurance companies, the wealth of the policy- 
holders is made available for their use at the 
same time that their families are receiving that 
protection which becomes their main hope in 
the hour of financial trial. In addition to this, 
life insurance furnishes a real way of paying 
off the taxes on an estate, and the insured may 
specify that the income from his policy is to 
be used in this manner. By such means, the 
enormous inroads made upon any estate of 
large proportions by the payment of inheri- 
tance taxes, federal and State taxes, and exec- 
utors’ fees can be adequately balanced. The 
annuity feature of life insurance is another of 
its blessings which is a manifest benefit to those 
of advanced years who have been left a fairly 
substantial sum and are without the training 
or equipment necessary to safeguard the wealth 
which they have. Too often it happens that a 
widow is left a sum of money through the 
purchase of life insurance by the husband and 
his subsequent death, and then she loses not 
alone a practical rate of interest, but the prin- 
cipal itself, through unwise investments or by 
listening to tales of sudden riches from the 
lips of unscrupulous parties. This can be 
guarded against by the policyholder’s specifica- 
tion that the money shall be paid in the form 
of an annuity, so that, if there are children, the 
returned to 
If this is 


residue of the amount shall he 
them upon the death of the mother. 
done, the mother will receive ample funds to 
assure a comfortable livelihood and, should she 
die before the expiration of the moneys left 
by the husband, whatever remains will revert 
to her estate and may easily be the means of 
saving one of the children from want. If the 
family is so situated financially as not to be in 
any danger of immediate distress, the money 
can be employed for educational purposes or in 
any manner which the heirs may see fit. The 
life insurance agent is constantly fortified in his 
labors by the fact that the service which he has 
to sell is superior, both in quality and in ulti- 
mate good, to any other service or commodity 
which it is possible to offer. 


PERSONALITY AND SELLING TALK 

And now we come to the third step in the 
three fundamentals necessary to the marketing 
of an articlé or a service and the consumma- 
tion of its sale. This is the salesman’s per- 
sonality and equipment for the work and his 
selling talk. Before the life insurance salesman 
can hope to convince others of the benefits to 
be derived from the taking out of life insurance, 
he must fully understand those benefits and him- 
self believe in them. Without personal con- 
viction on the salesman’s part, nothing can be 
accomplished. Having made a study of the 
business of life insurance, both from the stand- 
point of the company and of the policyholder, 
the agent should devote his attention to the 
actual selling process. In selling life insurance, 
as in selling anything else, it is personality that 


counts. And personality is based upon knowl- 
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edge of the subject, intrinsic understanding of 
the problems confronting the prospects and 
an appreciation of the needs of the person who 
is to be insured. The untrained salesman who 
is naturally apt and who has an engaging per- 
sonality will always sell life insurance. But 
the trained salesman who is naturally apt and 
who also possesses a forceful character will 
sell double as many policies and probably more 
I‘irst, know your subject, 
then know your prospect. And that leads 
directly to the selling talk. The selling talk 
should always be made from the viewpoint of 
the prospective insured and never from that 
of the agent, except when the idea of life in- 


substantial ones. 


surance and its many blessings has taken firm 
root in the possible policyholder’s mind and a 
discussion of cost becomes necessary. [ind out 
in what subjects the prospect is most interested 
(his mode of living and his daily occupation 
will often furnish the key to this) and then 
endeavor to link life insurance with the idea 
in your hearer’s mind. By so doing, a kinship 
of thought wil! be established which will do 
much toward furthering the prospect’s belief 
in the agent, and it is this belief that results 
in confidence. Confidence means sales. 

One of the commonest mistakes made in the 
selling of life insurance is the omission of 
many matters and details with which the agent 
is perfectly familiar but of which the policy- 
holder-to-be is entirely ignorant. Having him- 
self heard the explanation of these things over 
and over again, the agent is apt to look upon 
them as trivial and without real import, where- 
as the possible purchaser of life insurance finds 
in them intensely interesting material and sees 
therein the answer to many questions which 
In his selling talk, 
ideas, and 


have arisen in his mind. 
the agent should avoid crowding 
should concentrate upon one point which he 
has selected as being of most value in stimulat- 
ing interest and furthering the sale. Then, 
carefully and clearly, he must bring home this 
point and support his defense of its value to 
the prospect with such facts, figures and in- 
cidents as will establish conviction and arouse 
a desire for possession of the policy. In this 
connection, the use of graphic selling charts, 
showing the benefits of various kinds of life 
insurance at different ages, is invaluable. Such 
charts serve, first to arouse curiosity, second, 
focus attention, and, third, furnish a medium 
for obtaining concentration. These three 
things accomplished, and the policy is as good 
as sold. The fact that life insurance is primarily 
a method of discharging one’s responsibility 
for family or dependents should be played upon 
and its importance urged on the prospect, for 
it rouses a man’s sense of honor and elevates 
his self-esteem as a wise provider and worthy 
citizen. The mind of the prospective policy- 
holder is an instrument upon which the agent 
plays with word picture and logic until the sale 


is consummated. Then, when the applicant’s 


signature has been obtained, the agent can resi 
secure in the knowledge that he has accom- 
plished a deed which is not only productive of 
benefit to himself through commissions earned, 
but one which will immeasurably benefit the 
insured and his family. 
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What Is Child’s Endowment Insurance? 
By I. P. Mantz 

Early in 1919 there was announced to the 
agents of the Western Life Insurance Company 
Des Moines, Ia., a form of policy to be wee 
ten on the lives of children from ages 1 to 15 
since popularly designated as child’s endow. 
ment, this form of policy having been formy. 
lated by the writer during 1018. 

The idea back of this policy was not 50 
much to serve as a medium for creating an 
educational fund for the child; but rather, to 
serve as a concrete example of thrift, to secure 
to the child a start of an estate in life insurance, 
either partly or wholly paid up when adult 
age is attained, and to sell to the next genera. 
tion, through the youth of the present, the idea 
of life insurance protection. By expansion of 
this idea and its persistent and intelligent ex. 
position the agency forces of a few companies 
have succeeded in writing a very satisfactory 
volume of this form of insurance. i 

Within the last year or so about fifty other 
companies have announced child’s endowment 
policy forms, but are not successful in writing 
any greater amount of such business than has 
always been heretofore written by some com- 
panies as purely educational fund insurance: 
viz., about 15 per cent of the entire volume, 
This only goes to prove that an idea of itself 
is of no value unless backed up by intelligent 
publicity, faith and money. 

Four-year experience with child's endowment 
has developed the following interesting fea- 
tures: 

First.—It is the most profitable form of pol- 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

EO 555605 ot yatesoregduaeierscerorssicre st eee 
Twenty Payment Life... ... .. $172.10 
Twenty Year Endowment. ... $240.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 
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rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








icy a company can sell if constructed along 
proper actuarial lines. 

Second.—lf properly written it renews bet- 
ter than any other form of policy. 

Third—It opens up a field of prospects and 
agency material not otherwise available. 

Fourth.—It can be made to increase an agent’s 
production of adult business about 10 per cent. 

Fifth—Agents properly trained, in addition 
to affecting their adult production favorably, 
will produce an average of 15 per cent in vol- 
ume of child’s endowment in addition to their 
regular production. 

Sixth.—It agents an opportunity to 
work a line of business on most of which set- 
tlements are, “cash with application.” 

Child’s endowment insurance is not a pass- 
ing fad, but a permanent service in life insur- 
ance for which there will be an increasing de- 
But if written simply to create a fund 
purposes, or agents are not 


gives 


mand. 
for educational 
specially trained to sell this form of insur- 
ance, a special form of policy on the life of the 
child is superfluous. Under such conditions an 
endowment on the life of the parent, written 
in the regular form, is more adaptable. 


Let Him Do It 
Tf a man refuses to sign an application after 
it has been filled out, don’t you tear it up. 
Hand it to him and say, “I can’t tear it up; 
it isn’t about my wife and children; here, you 
tear it up.”—Fidelity Field Man. 


Selling with Pictures 

Printer’s Ink recently contained an interest- 
ing account of an agent achieving good results 
by using photographs of county poorhouse in- 
mates, together with brief sketches of their 
life history. He shows these pictures and 
stories to prospects and lets them speak for 
themselves. 


—A very impressive layout of the entire staff of 
the Altna Life and Affiliated Companies appeared in 
the Artgravure Section of the Hartford Sunday 
Courant under date 


of March 18. A double page 
spread served to show the public throughout Connecticut 
a picture of every 
Companies, alone 
building and the 
erected, 


y official in the three Adtna Affiliated 
with a reproduction of the old Aetna 
location of the new site to be soon 





Why Should a Rich Man Carry a Large 
Amount of Life Insurance? 


A man 
rich to-day may not be rich when he dies. 


The mortality of fortunes is high. 


To make sure that his family can live on the 
same plane as before his death, thus guarantee- 
ing their future comfort and security in case 
of loss in other investments, or shrinkage in the 
value of his estate due to market conditions, 
etc. 

To provide cash for the purpose of paying 
Federal and State inheritance taxes and other 
taxes that come due at death. 

To provide for the education of his children. 

To provide for himself an income in old age 
in case of the loss of his other property. 

To protect his earning power through dis- 
ability insurance. 

To provide ready cash for the family pending 
the settlement of his estate. Many wills are 
contested and often years pass before an estate 
is settled. Life insurance is a will that cannot 
be broken. 

To enable the insured to keep all of his 
money working and obviate the need of carry- 
ing a large cash balance, 

By means of income insurance he can pro- 
vide safe and definite incomes to dependents and 
others, thus protecting his heirs against the 
possible loss of funds through unwise invest- 
ment or speculation. 

To provide for bequests to charity; to endow 
a hospital, church, educational institution, etc. 

To create liquid reserve for emergencies. 
Loan values on his policies may tide him over 
periods of personal or general financial strin- 
gency or depression. 

Life insurance stabilizes and solidifies his 
estate, filling in where losses occur through 
speculation or bad investments. 

To make sure of certain legacies not being 
defeated through a contested will. 

To provide funds with which to liquidate 
business obligations, thus protecting the family 
against such demands. 

To strengthen his credit. 

Because life insurance up to a certain amount 
is free from taxation. 

Zecause the proceeds of a life insurance 
policy are always worth 100 cents on the dollar. 

To establish peace of mind and freedom from 
worry.—The Guardian Life Service. 
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What to Know 


Men who have recently entered the selling 


end of the life insurance business should un- 
derstand that it requires no special gift to 
become successful. It does require some thought 
and preparation, followed by persistent hard 
work. 

It isn’t necessary for you to become an actu- 
ary or a bookkeeper. You are a salesman—not 
Let the other fellows devise the poli- 
cies, arrange the rates and keep the records. 


a clerk. 


Your particular job is to sell business. 
Knowledge of the actuarial side of the busi- 
ness will not hurt you, if you can keep it to 
3ut don’t tire your prospect with 
Carry to him the mes- 
sage of protection and savings. Sell him the 
idea of looking out for his loved ones during 


yourself, 
details of the business. 


his producing years by carrying ample insur- 
ance which will guarantee him a fund to protect 
himself from dependence in his old age. Tell 
him in plain, simple, terse language just what 
the wonderful contract you offer him will do 
for him. 

Get him interested and he will want to know 
what it will cost him. It will simply cost him 
the effort of saving a small fraction of his in- 
come during his producing years as an assur- 
ance of protection to his family and himself. 

When you can show him the amount of de- 
posit or savings required annually, which may 
be better expressed by the daily or weekly out- 
lay, the time has arrived to get out your ap- 
plication. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 














The equipment of a successful salesman con- 
sists of cheerfulness, confidence, courage, good- 
will, optimism and ability to work. If you are 
man enough to keep yourself steadily on the 
job, going happily about your duties day after 
day, “if you can meet with triumph and dis- 
aster and treat those two imposters just the 
same,” you will find both pleasure and profit 
in serving your fellow men as an insurance 
salesman.—E/] Capitan, The California State 
Life Insurance Company. 


Service, If You Know It 

Nine States and two provinces of Canada 
were represented by the nineteen graduates of 
the School of Life Insurance Salesmanship 
of Carnegie Institute of Technology. The 
students came from as far north as Nova 
Scotia, from as far west as California and from 
as far south as Mississippi, which speaks well 
for the extent to which the fame of Pittsburg’s 
unique training school has spread. Also it in- 
dicates the dignity which has been attained 
by one line of effort that not many years ago 
was widely regarded askance as but a refuge 
for business failures. 

The selling of life insurance has been ele- 
vated to a plane as high as that of any other 
selling. It is a highly specialized branch of 
salesmanship, which makes the case for the 
technical school and is the basis of its pro- 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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jectors’ confidence that its classes will steadily 
increase in numbers and that the importance of 
its service will be recognized as it deserves 
to be. 

When we read the annual reports of the 
great life insurance companies which tell of 
the millions who have bought protection for 
their families we are apt to get the impres- 
sion that no American is uninsured. But the 
“saturation point” is far from being reached. 
Common as is the “belief” in insurance, life 
underwriting has to be sold and there is a 
stupendous number of people who have not 
bought policies. The selling is difficult not 
because people are hard to convince of the 
value, if not the necessity, of such protection 
but because they are prone to delay doing that 
which can be done at any time. Experienced 
salesmen know how to bring the prospect to 
the point of signing; they have learned how 
to overcome his objections. This is their great 
asset, one which ordinarily they cannot acquire 
short of years of experience, 

It has been demonstrated that the obstacles 
the salesman meets and must overcome are 
relatively few. They have been classified. It 
is the data that has been gathered from thou- 
sands of experienced life insurance salesmen 
that form the basis of the intensive training 
given the life insurance class at Tech. The 
graduates of last week and those who will fol- 
low them in due course may reasonably be ex- 
pected to make substantial contributions to the 
public well-being through the skill and in- 
telligence with which they expand the lists of 
people protected against hardship or want fol- 
lowing upon death of their supporters.—Pitts- 
burgh Times Gazette. 





“Too Busy” 
“Too busy” is an excuse hard for an agent 
to combat and not risk disrespect. What could 
be a more tactful, dignified and forceful answer 
than our leaflet entitled, “Too Busy”? It hits 
right between the eyes, and gives back to a 
man his own words with a force he cannot ig- 
nore Just try this wonderful leaflet, Mr. 
Soliciter, aud see what a friend in need it is. 
Send today for a sample, and then you will 
always want some of the leaflets to use when 
the rate book cannot be. The Spectator Com- 
pany, 135 William St., New York. 


—The Interstate Life Reinsurance Company of Hart- 
ford, Conn., has not as yet been organized. The 
legislature has granted a charter for the company, but 
no steps have been taken looking to organization, 
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New Book Ready 

A valuable selling book on life insurance, 
“Short Lessons in Life Insurance,” by William 
Thornton of the Life Insurance Company of 
Virginia, * * * will furnish about an 
hour’s reading and will be a valuable aid to af] 
life underwriters—wNational Underwriter, 

This book is published by The Spectator 
Company, and sells at $2 per copy, 


Inter-State Life Reinsurance of Hartford 

The Connecticut Legislature has before it q 
bill to authorize the incorporation of the Ip. 
ter-State Life Reinsurance Company of Hart. 
ford. The bill provides for a capitalization 
of $300,000, with power to increase to 
$5,000,000. 

The list of incorporators includes William 
S. Conning, formerly a director of the First 
Reinsurance of Hartford. 





General Agency 

3 contract is * valu- 

able franchise, de- 

sirable because it 

recognizes personal ability 

and ambition and rewards 

them with broader fields 
of action. 


Since 1884 this Com- 
pany has sought men of 
ability and ambition suc- 
cessfully; but there is al- 
ways room for one more. 
Are you the man? 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield 3 Illinois 














EDMUND P. MELSON, President 





ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


J. DE WITT MILLS, Secretary 
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Things to Know About Selling Life Insurance 


LWAYS remember this: With few ex- 
A ceptions, people do not buy life insurance. 

You have to sell it to them. This is why 
you are well paid. There are some things 
which most mortals have an inborn dread of 
doing and will not do until solicited, coaxed, 
shamed, or cowed into doing. Getting their 
lives insured happens to be one of these. It is 
human to put off buying almost anything, 
especially life insurance, until the very last 
moment or until it is badly needed. But the 
trouble is we never know when we are going 
to need life insurance until it is too late to get 
it, So far as we have any way of knowing 
we need life insurance now as much as we will 
ever need it, yet we feel, try to feel or make 
ourselves think we feel, that next month or 
next year will answer. It is the overcoming 
of this and persuading people to pay their 
money to-day for something they feel they do 
not need until some future time that constitutes 
selling life insurance. 

Everybody wants life insurance, but nobody 
wants it to-day. Nobody will buy it to-day, 
but it is being sold to thousands to-day and 
every day. It is for selling this which every- 
body wants but nobody will buy that you are 
well paid. If people would buy life insurance 
over the they buy potatoes or 
prunes you would be no better paid than the 
clerk who weighs them out and wraps them 
up. It is for your salesmanship ability that 


counter as 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,021,566.00 on Deposit with the 
indiana Insurance Department 


$226,532.00 Surplus Protection to 
Policyholders 


$23,000,000.00 Insurance in force 
NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 











you are well paid. In the United States and 
Canada there are at the present time in force 
in the “old line” companies over sixteen billions 
of life insurance, practically every dollar of 
which was sold, not bought. 

THE 
heading, “Dignify Your Calling,” 
with a “General Agent,” from which the fol- 
lowing is quoted: “I always tell my men,” said 
the general agent, “that I don’t care how many 
months they trail a prospect, they must never 
try to force him into taking insurance. 

We don’t sell life insurance; we get the other 
fellow up to the point where he buys it.” 


SPECTATOR once published under the 
an interview 


Certainly! But will our general agent friend 
please tell us what “getting the other fellow 
up to the point where he buys it” is but selling 
it. Selling life insurance does not imply that 
the agent holds “the other fellow” up with a 
gun or intimidates him; it means that he does 
precisely as this general agent recommends his 
agents to do, that is, “Get him up to the point 
where he buys it.” This is salesmanship. 

Companies pay their agents nothing for secur- 
ing promises to insure “sometime.” These are 
of no or very uncertain value. While waiting 
for a “prospect” to make good his promise, 
some live agent will walk in on him with an 
application in one hand and a fountain pen in 
the other and convert the prospect into a 
policyholder in his company. This happens 
every day. 

Why wait for any man to say “yes” when 
we all know that some just can’t? While wait- 
ing for him to say “yes,” his courage may fail 
and he will say “no.” You are then at the dis- 
advantage of having to try to get him to take 
it back. Don’t wait. Be filling out the ap- 
plication while he hesitates. Frequently this is 
the very time when he is nearer ready than he 
will ever be again. This may be the psychol- 
ogical moment when, if you wait for him to 
actually speak the word, the case may be lost. 
The suggestiveness of filling out the applica- 
tion, your confident manner, assuming that of 
course it is all settled, often will supply the 
missing link and the last word in the art of 
securing the application. Most men lack de- 
cision. They must have help to make up their 
minds and you ought never to be backward 
about coming to the rescue. For all this, you 
are well paid. 


CONVICTION 


No salesman can make much of a success 
unless he believes deep down in his heart that 
what he asks people to buy is good for them 
to have and worth the frice he asks. Unless 
he so believes he will tack that whole-hearted 
earnestness which is the back-bone of an 
agent’s success. 

You must believe that life insurance is not 
only a good thing, but that it is wnperative; 
that every insurable person not only should 
have life insurance but that he must and will 
have it. Be positive—enthusiastically positive 
in this, or your presentation will lack force. 
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When an insurable person of your acquaintance 
or within your reach dies uninsured, you ought 
to feel that you are a party to this neglect. It 
is your business—your obligation to see that 
all such do insure, since you know they will 
not do so of their own accord. Believe in the 
broad, humane principle of life insurance, and 
feel that in persuading men to safeguard their 
families in this way you are conferring on 
both an everlasting blessing which they will 
sooner or later be forced to admit. Under- 
stand that life insurance in its relation to the 
home is a sacred institution, standing night and 
day at the elbow of the bread-winner, ready 
at any moment to take his place; that it teaches 
economy and thrift, prevents poverty and 
crime, and shelters, clothes, feeds, and educates 
millions who are left without other means. 
When you fully realize all this it will be an 
inspiration. Life insurance will then become 
a part of your very best self and you will be 
happy and successful in this great work. 
GrowTH, Future, AND StTABILity OF LIFE 
INSURANCE 

There is no other single branch of finance or 
hanking to which has been applied such a va- 
riety of tests, whose business generally has 
been so disciplined by laws and public opinion 
or whose patrons are so safeguarded in every 
conceivable manner as that of life insurance. 
With due respect to any who may disagree 
with this statement and admitting that, in some 
instances, injustice has been done, life insurance 
has, nevertheless, been legislated, supervised, 
investigated, examined, disciplined, and perse- 
cuted until it is now the safest and most bene- 
ficial institution on earth. All this has been 
the result of an intense public interest, and this 
interest is due to our being the most diligent 








Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now, 


WILLIAM S. HULL 


Direct--Mail Sales Service 
MADISON, CONNECTICUT 



















home-building, home-loving, and home-protect- 
ing people in the world. I refer particularly 
to the people of the United States and Canada— 
North America. We are also the “gamest,” 
always willing “to take a chance’—a gamble 
—on anything else, but never on our life in- 
It is sacred, and our life policy must 
And itt is. 


‘ 


surance. 
be as safe as our death is certain. 

This discipline of these great home-protecting 
institutions by the public is a healthy sign, 
keeping every management on its guard and 
elevating to the highest official positions only 
men of ability and integrity. 

As proof that the public has shown and is 
showing more and more its confidence in this, 
its own institution, which it has nursed and 
developed, consider the magnitude of the busi- 
ness at the present time as compared with that 
of only a few years ago. 

At the close of 1891, the total insurance in 
force in the “old line” companies (exclusive of 
in the United States and 
For several years 


industrial business ) 
Canada was $3,763,000,000. 
preceding this date the companies had been 
growing at a rapid rate—so rapid, in fact, 
that a pessimistic element, always opposed to 
every forward step, attempted to create a senti- 
ment against the future growth of life com- 
panies. The cue was taken up by pettifogging 
politicians, and, in behalf of their own selfish 
ends, they developed this sentiment until it be- 
stock “calamity” remedy for hard 
times. “Curb the life insurance companies,” 
was the cry. But sensible men’s determination 
to save money and protect their families in this 
way refused to be curbed. The companies grew 
faster and faster, bigger and bigger. All the 
“John Does” and “Richard Roes” kept right 
on taking out policies for “Mary” in greater 
numbers and for larger amounts than ever be- 
fore, and now, twenty years later, or at the 
close of 1913, there is in force in the two 
countries $17,500,000,000 in “ordinary” insur- 
ance in the “old line” companies alone. During 
this period, the population of the two countries 
increased fifty per cent, while their life in- 
surance increased four hundred and sixty per 
cent. And this in spite of pessimists and 
agitators. 

This same element that was bent on “curb- 
life insurance continued to exist and has 
Its assault 


came a 


ing” 
a feeble existence even to this day. 
of a few years ago culminated in the passage 
of a law restricting certain companies in the 
amount of business they could accept; impos- 
ing a fine or attaching a penalty for encourag- 
ing and doing the very thing that protects the 
state and society, relieving both as it does of 
caring for those who may not have been other- 
wise provided for. Laws to punish acts in 
restraint of trade are common, but never be- 
fore has State enacted a contradictory 
law, the sole purpose of which is to restrain 
trade of a vitally important character. This 
is virtually placing an embargo on bread and 
butter, which life insurance represents. 

3ut here is the point: Through it all and 
through all other tests—wars, panics, epi- 
demics, business depressions, failures, 
strikes, floods, and droughts—life insurance has 


any 


crop 
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never wavered nor defaulted, for the good 
reasons that, broadly speaking, it has been 
ably managed and the principle is fundamentally 
sound through and through. 

In 1891, there were sixty “old line’ com- 
panies in the two countries. To-day, there are 
two hundred and ninety-five, all espousing the 
one cause; all preaching the same doctrine. 
The older companies are writing the largest 
business in their history and the younger com- 
panies are rapidly growing larger and stronger. 
While this bit of history may be a little remote 
from the main subject, it is something that 
every beginner ought to know. 

Now what of the future? What of the next 
twenty years? Is it not safe to predict that 
twenty years hence the life insurance figures 
of to-day will look exceedingly small—much 
smaller, indeed, than the figures of 1891 look 
to us now? The population will then be around 
one hundred and forty million; wealth will 
have increased, doubtless in greater propor- 
tion. At the present time not to exceed one 
insurable person in twenty-five is insured, and 
that one is uwnider-insured, as is proven by the 
constantly increasing number of policies issued 
to those already insured. As individual wealth 
increases, policies will increase in numbers and 
amount. The public is becoming better and 
better educated to the value and need of in- 
surance. In 1913, the “old line” companies dis- 
bursed $220,000,000 in death losses and as much 
more to living policyholders. Every dollar of 
this vast sum was a practical demonstration 
and reminder—an object-lesson. Will insurable 
material ever become exhausted? Not so long 
as the race continues to be as prolific as it has 
always been. There is an ever-increasing and 
a never-ending new crop of insurable material. 
See the army of children that march out of 
every public school building. These are the 
insurers of to-morrow. Life insurance in this 
great undeveloped North America is, and for 
many years to come will be, in its infancy. It 
is as permanent as agriculture, and the business 
will make strides during the next twenty years 
that will surprise the most optimistic. 

Now that you are an optimist, understand 
the purpose of life insurance; know that life 
insurance is unmistakably sold, not bought; 
have certain definite beliefs and convictions 
concerning life insurance and your belief in the 
stability and future of life insurance cannot 
be shaken, the foundation is complete. You 
are ready to build. 


Wuy Do MEN INnsvurRE? 

Keep this in mind: All men insure for very 
similar reasons. Whether he be a banker or 
teamster, head of the firm or the porter who 
sweeps the office, his natural relation to home 
and family is precisely the same. Although 
life insurance may mean luxury to the family 
of one, and only the simplest necessities to that 
of the other, relatively there is no difference. 
Therefore, technical language or flourishes of 
any kind are as little appreciated by the banker 
as by the mechanic. Directly or indirectly, they 
insure for the home, and, in either case, it is 
the simple, human touch that appeals. 
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ACTING 

If all restraint and discipline were removed 
and the human family left to follow its own 
instincts and inclinations, we would soon get 
back to where we started and live in caves, 
We are constantly restrained and disciplined by 
society, custom, environment, and necessity, 
This is the way of civilization. We cannot do 
as we please. The savages remain natural, but 
civilized people must control themselyes and 
act. This is what real actors on the stage 
have to do, and the part of a solicitor js no 
less one of acting. He cannot give way to his 
feelings; to an inclination to be careless, lazy, 
or intemperate. He must control himself. And 
tact, by the way, is the keynote in acting. The 
definition of this little word that stands for 
almost everything in soliciting is, “Especially 
fine perception; intuitive sense of what is true 
right, or proper; fineness of discernment as to 
action or conduct, especially a fine sense of 
how to avoid giving offense; ability to do oy 
say what ts best for the intended effect: 
adrottness; cleverness; address.” 

The agent who can handle himself so as to 
be able to meet every situation according to 
the rules of tact is a success. As he fails in 
this, to that extent he falls short as a solicitor, 

Whenever you have a “don’t care” feeling, 
fight it. Act. And truly nothing can help more 
at such a time than a visit to the barber. 

One morning I met a very clever agent ac- 
quaintance as he stepped out of the barber shop, 
“Good morning, Synder,” I said, “you are look- 


ing fine.” And this was his reply: “I sure 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new busi- 
ness can secure positions 
with the undersigned 
company on salary, ex- 
pense and commission. 
In writing give full de- 
tails, past history and 
Address, 


reference. 
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STANDARD LIFE 
INSURANCE CO. 


St. Louis, Mo. 
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See the new low Rates. 
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feel fine. But let me tell you seriously, a bath, 
shave, and shine are always good for an ap- 
plication. Don’t forget that.” And I never 
have. Neither man nor beast stands much 
show in any race unless groomed and trained, 
mentally and physically. Nor can any man in 
our business make a better investment than in 
good clothes. While they do not make the 
man, “apparel oft proclaims the man.” Besides, 
good clothes have a wholesome effect on mind 
and character. 

These homely suggestions should not be 
undervalued. It is easy for one to grow care- 
less in respect to little things. 


INTERESTING A “PROSPECT” 

If you were to call on a druggist with a line 
of dry-goods samples, you could not interest 
him. Or if you were a clerk in a clothing 
store and your minister called to look at some 
wearing apparel for himself, you would not 
haul down the jeans trousers or hickory shirts. 
Or, if you told your doctor that you had a 
pain, he would at least want to know its loca- 
tion before prescribing. No other detail con- 
nected with selling life insurance is of such 
importance as for an agent to correctly diag- 
nose a case. To interest a “prospect” you have 
to suggest something that will appeal to his 
needs. After a certain agent had discoursed 
at length on the acute sense of duty devolving 
on the husband, his prospect said. “Nothing 
doing. I am chiefly concerned at present in 
changing the beneficiary in the policies I already 
have, on account of divorce proceedings in- 
stituted by my wife.” This agent prescribed 
without first knowing any of the symptoms and, 
as might have been expected, his appeal fell 
flat. 

Learn all you can concerning a client’s cir- 
cumstances and environment, carefully study- 
ing his needs. Make a careful diagnosis. This 
will enable you to present the subjects in a 
way that will interest, suggesting only the plan 
that “lits.” Otherwise you are working in 
the dark, and might solicit bachelors to insufe 
for their “wives” or spinsters for their 
“children.” Now stop and think. What would 
you say to a prospect if you knew nothing of 
his needs? 

In fitting the policy, amount as well as form 
of contract should also be considered, although 
it is neither gocd policy nor the right prin- 
ciple for an agent to try to sell a client more 
insurance than ite is able to carry; on the other 
hand, he should be as careful not to underesti- 
mate his ability or needs. If you were to 
suggest only one or two thousand to a prospect 
who is well able to take ten or twenty thousand, 
the chances are that he would feel neither 
flattered nor interested. It would reflect no tact 
on your part, to say the least. Men do not ap- 
preciate being invoiced at less than their value, 
and if a mistake is made it should be in their 
favor. 

[The foregoing is an extract from the book 
“Multiplying Your Income” or “How to Sell 
Life Insurance,” by William T. Nash, and pub- 
lished by THE Spectator Company. The book 
is an excellent one for study by life insurance 
agents. } 
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The Investment Value of a Life Insurance 


Policy 

A great many men who buy life insurance 
policies, especially those men who are able to 
buy large policies, are prone to question the 
agent as to the investment possibilities of life 
insurance. These are the sort of men who are 
eagerly looking for new opportunities to build 
up a growing estate—men who are accustomed 
to look upon the ordinary human frailties with 
just a touch of scorn. If you mention to these 
men that insurance is a means of forcing thrift 
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they will laugh; they believe themselves capa- 
ble of saving all they are to set aside from their 
incomes without trying to fool themselves by 
calling such savings an expense. 

Such men must be handled with tact; the 
plain, unvarnished truth will not appeal to them 
because they firmly believe that failure is not 
for them and that they are incapable of mis- 
takes. 

To many such men even the almost unan- 
swerable arguments presented by actual mor- 
tality figures which show beyond question how 
uncertain life is and prove beyond a doubt 
how necessary the immediate possession of an 
inheritable estate is, mean little or nothing. 
They have carefully laid their financial plans 
covering the self-calculated extent of their 
earning period in life and they cannot con- 
ceive the possibility or probability of any oc- 
currence which might upset all their carefully 
laid schemes. Such men are extremely exas- 
perating prospects, since while they may ad- 
mit the truth of every argument advanced 
in so far as such arguments apply to others, 
they cannot admit that there is any application 
of them to their own lives. 

Like all other people these high and mighty 
citizens have their weak spots. While they are 
not affected by the ordinary arguments for life 
insurance they may be touched by extraordi- 
nary arguments. 

While they will not pay for protection which 
they cannot be made to feel the need of, these 
men will pay for satisfying their vanity. It is 
necessary not to show these men what life in- 
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We are satisfactorily handling 
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risks on the Coinsurance basis. 
your papers. 


Head Office, Waterloo, Ontario. 





for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, 


Reinsurance on the yearly Renewable Term plan, or for substandard 
Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
INSURANCE COMPANY 


S. C. Tweed, President, 








surance will do for them, but to show them how 
the world views a well-insured man. The 
testimony of the great financiers upon the value 
of their life insurance to them, the credit value 
of a large policy, the ability to go out and say 
to their friends, “I have already an estate of 
ten, twenty-five, fifty or one hundred thousand 
dollars, as the case may be’—these are argu- 
ments that appeal. 

About nine times out of ten an agent who is 
asked about the investment possibilities of a 
life insurance policy can immediately make up 
his mind that his prospect is possessed of the 
idea that he is exceptionally smart and has dis- 
covered something new—brand new. The agent 
has then a distinct advantage; he knows that an 
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appeal to vanity, rather than common sense, 
will win. 2 
There are occasionally men who question the 
investment value of a life insurance policy 
sincerely. Such men simply do not understand | 
the mathematics of evolving the rates on life © 
insurance. When such a person is encountered « 
it is only necessary to sit down with him and 
do a bit of explaining, being careful first to be 7 
sure of your ground. The man who is sincere § 
in his argument will readily follow the ex- _ 
planation and can be convinced by cold facts, : 
A man who is truthfully looking for a sound 
and safe investment will readily see that there 7 
are many ways of losing money easier than by F 
investment in a life insurance policy. 
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Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 


Company: 





Home Office 
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Vice-President 


The Guardian 
Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws of the State of New York 


Figures from the 63rd Annual Statement 
which show the soundness and strength of the 


Paid-for Business, 1922. . .$35,422,225.00 
Insurance in Force 
Admitted Assets 
Liabilities 
Surplus & Dividend Fund  5,804,902.27 


206,310,800.00 
42,778,214.11 
36,973,311.84 


For information concerning opportunities im ¥ 
the field force of The Guardian, address: 


GEO. L. HUNT, 
Supt. of Agencies 


50 Union Square, New York 
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MISSOURI CONTROVERSY 
New Commissioner Appointed to Take 
Testimony 

Sr, Louis, Mo., April 2.—A disagreement in 
the matter of commissioners to take testimony 
in the suit of insurance companies against B, C. 
Hyde, Insurance Commissioner, to nullify an 
order of Hyde’s reducing rates, was settled in 
Jefferson City, March 26, when Lewis Hord 
Cook of Jefferson City and Leslie B. Hutch- 
inson of Vienna withdrew from the case. A 
stipulation to this effect was filed in the Su- 
preme Court after the court had made an order 
naming Cook and Hutchinson. 

The insurance companies and attorneys for 
the State had agreed on John I. Williamson of 
Kansas City, former judge and commissioner, 
but Judge J. C. Slate of the Cook County Cir- 
cuit Court refused to appoint Mr. Williamson. 

The defendant and plaintiff in the case then 
fled a writ of prohibition in the Supreme 
Court to prevent Judge Slate’s order from 
taking effect. Attorney General Barrett holds 
that where the parties involved agree upon a 
commissioner that the court must appoint that 
commissioner and in not doing this Judge 
Slate erred. 

An order will be executed appointing Mr. 
Williamson as commissioner. The suit in- 
volved is in the nature of an injunction to 
nullify an order by Mr. Hyde, reducing fire 
insurance rates in this State Io per cent. 


National Reserve’s Increasing Business 

The National Reserve Insurance Company 
of Dubuque, Ia., which was started in 1919 by 
parties interested in the Dubuque Fire and Ma- 
rine Insurance Company made an excellent in- 
crease in its business in 1922, its premium in- 
come having amounted to $639,599, or about 
$94,000 more than in the preceding year. Its 
assets increased $134,000, and on January I, 
1923, amounted to $1,306,793, while its surplus 
as to policyholders on that date was $530,192, 
including $300,000 capital. The company paid 
dividends amounting to ten per cent upon its 
capital stock last year, and experienced reason- 
able loss and expense ratios. The officers of 
this conservatively managed company are: 
N, J. Schrup, president; G. W. Myers, vice- 
president; C. J. Schrup, treasurer; S. F. 
Weiser, secretary, and S. W. Waring, assistant 
secretary. 


NEW FIRE INSURANCE COMPANY 
York to 


American Union of New 
Incorporate 

Formal notice has been given, under the laws 
of the State of New York, that an insurance 
company is to be incorporated which will be 
titled the “American Union Insurance Com- 
pany of New York.’ The interests behind the 
move are the same as those which control the 
activities of the Scottish Union and National 
Insurance Company in this country. The simi- 
larity in names has been retained, and the man- 
agement of the new company will be under the 
direction of J. H. Vreeland of Hartford, Conn., 
who is United States manager for the Scottish 
Union. The advent of the American Union at 


this time is propitious, as the business recovery 
as shown by the records of the first months of 
the new year argues well for a successful un- 
derwriting period ahead, and should this indi- 
cation correct the new company will 
share in the benefits and will be given a per- 
ceptible impetus. The capital and surplus of 
the American Union is to aggregate one mil- 
lion and a quarter, and its operations will be 
materially assisted by the reputation of the 
Scottish Union during’ the past forty-three 
years. The Insurance Department of the State 
of New York is to be immediately petitioned 
for a license and charter, and as soon as these 


prove 


are granted the new organization will com- 
mence writing fire insurance lines. 


Further Credit Adjustments 

Because of a conflict between the existing 
tules of the Virginia Farm manual and the 
credit rule promulgated by Commissioner 
Joseph Button of Virginia on February 12, the 
Commissioner has suggested to E. W. Spencer, 
manager of the Virginia Rating & Inspection 
Bureau, that section 3 of the rules be changed 
to read that interest on notes given for farm 
premiums shall begin on or before the 15th 
day of the second month succeeding the day in 
which the policy becomes effective. The old 
rule provided a waiver of interest in the event 
of single premium notes being paid within a 
year. 

The discrepancy between the Insurance De- 
partment’s Credit Rule and the manual rule was 
brought to Col. Button’s attention by Col. E. E. 
Goodwyn, president of the Virginia Associa- 
tion of Insurance Agents, who had received an 
inquiry on the subject from McAllister, Vaugh 
& Scales, general agents, at Greensboro, N. C. 


in Virginia 


Warsaw of Poland’s Excellent Statement 


The 1922 statement of the United States 
branch of the Warsaw Insurance Company, 
Limited, of Warsaw, Poland, shows that the 
company occupies a strong financial position 
among the foreign reinsurance organizations 
writing business in this country. The report 
as of December 31, 1922, states that the pre- 
mium income for the year was $518,916, while 
the amount paid out in losses, plus the necessary 
adjustment expense, was $355,561. For the pro- 
tection of treaty holders the company’s sur- 
plus was augmented to $588,678, a gain of $48,- 
456 over the amount of surplus on December 
31, 1921. The admitted assets reached $1,153,- 
760, this sum representing an increase of $57,- 
048 over the assets of the year before. The 
Warsaw’s American business consisted mainly 
of fire reinsurance but it. also wrote smaller 
amounts of hail, motor vehicle, sprinkler leak- 
age, tornado and windstorm insurance and riot 
and civil commotion risks. The resources of the 
company in this country are invested in United 
States government bonds having a market 
value of $51,500; State, province, county and 
municipal bonds worth $653,570 and railroad 
bonds to the amount of $384,120. The other 
assets embrace cash, $47,461; outstanding pre- 
miums, $2514, and accrued interest, $14,595. 
The company has $200,000 on deposit with the 
Insurance Commissioner of the State of New 


27 


York and $100,000 with the insurance depart- 
ment of Ohio. The United States managers of 
the Warsaw of Poland are Fester, Fothergill 
and Hartung of 110 William street, New York 
city, who also manage the United States 
branches of six other foreign reinsurance com- 
panies. Fester, othergill and Hartung are to 
he congratulated upon the showing made by the 
Warsaw as well as on that made by the other 
companies which they represent. This man- 
agerial organization has developed a large rein- 
surance business that is founded upon an estab- 
lished reputation for conservatism and fair 


dealing. 


TEXAS GOVERNOR VETOES FARMERS 
MUTUAL BILL 
Extraordinarily Liberal Measure Provided 
for Insuring Crops 

AustTIN, TEx., April 3.—A bill enacted at the 
regular session of the Texas Legislature re- 
cently adjourned, authorizing voluntary associa- 
tions of seven or more persons to organize to 
write insurance against loss to growing crops 
from practically all known causes, such as 
storms, rains, drought, boll worms, boll wee- 
vils, insects, freezes, and almost any other causes 
that blight growing crops was vetoed and dis- 
approved by Governor Pat M. Neff. 

“Under this bill,’ declared Governor Neff 
in disapproving the measure, “this proposed 
voluntary association is to be organized with- 
out capital, and without any kind of financial 
backing. The representatives of this associa- 
tion could go throughout Texas writing insur- 
ance on a growing crop. Forty per cent of the 
money paid in by the farmers for insurance, the 
bill provides, should go to ‘running expenses.’ 
This would leave 60 per cent of what the 
farmers paid in to be distributed as a benefit 
fund for the policyholders. The agents of this 
voluntary association in going out among the 
people to write this insurance, could well repre- 
sent that they had a ‘permit from the State’ to 
write this insurance, and would in this way 
leave the impression that the State was behind 
the enterprise, when as a matter of fact there 
would not be a single dollar to be used for pay- 
ing insurance, except sixty per cent of what 
the farmers who desired to be insured had them- 
selves paid into this association.” 


Clarence L. Stockdell, State Agent in 
Virginia 

The Globe and Rutgers Fire Insurance Com- 
pany of the City of New York announces that 
Clarence L. Stockdell has been made sole State 
agent for the company in Virginia, with offices 
at Roanoke. The State agency firm formerly 
was Stockdell, Ferguson and Dyer, but Mr. 
Stockdell has acquired the interests of his part- 
ners. 


General Insurance Company of America 
Formed 

A number of capitalists in the Northwest 
recently met in Seattle and formed a corpora- 
tion to be known as the General Insurance Com- 
pany of America, with a capital and surplus 
of $2,000,000. The company will write regu- 
lation fire lines. 
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Western Assurance Company 
OF TORONTO Incorporated 1851 


FIRE, MARINE, TORNADO, EXPLOSION—RIOTS, CIVIL COM-— 
MOTIONS AND STRIKES 


W. B. MEIKLE, President & General Manager 
UNITED STATES STATEMENT, JANUARY 1, 1923 





ASSETS. ais . $4,591,275 
SURPLUS IN UNITED STATES. . $1,409,505 
TOTAL LOSSES PAID IN UNITED STATES 

FROM 1874 TO 1922 INCLUSIVE...........$51,538,553 

















$10,000.00 with $200.00 per Month 
Costs $80.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 165,000 Claims Paid $5,500,000.00 


Unusual Agency Opportunities at present in Central 
States 








Our Leading Salesman in 1922 made over $15,000.00 


Business Men’s Assurance Company 
W. T GRANT, President KANSAS CITY, MO. 





UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STSEET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 


Reserve for Unearned Premiums............. $1,161,651 .59 

ESS ETS Cc ee nein rete 329,994.01 

COCT OO ER ee eae immer © $500,000.00 

PNET ASHES. 6. c:ctomie 5 sie ewie w/a 1,079,671.23 

Surplus to Policyholders................. 1,579,671 .23 
MiGERUASSOLS . ..o<6. sca cacedas $3,071,316 .74 

Wm. H. Palmer, President E. B. Addison, Vice President 

B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 

J.C. Watson, Treasurer J. M. Leake, General Ygent 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 
Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . -  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





EASTERN. DEPARTMENT WESTERN DEPARTMENT 
- H. AM, President NEAL BASSETT, V. P. and Mgr. 
gg a et W. T. BASSETT, Ass’t Manager 


A. H. HASSINGER, Sec’y 
NEWARK, N. J. CHICAGO, ILL. 
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Insuring Opportunity 


” 


‘There is a universal agreement,’’ says the Literary Digest, 
“that America is out of the slough of industrial depression and 
is again climbing the heights toward prosperity.” 


New impetus is being given to business everywhere. Manu- 
facturers and merchants report increased consumer demand, 
and are generally cheerful over this new era of better times. 
It means more profits for them. 


But in their enthusiasm they must be cautioned that a fire, 
explosion or windstorm loss today means more than a loss to 
stock or damage to building. Standing, as business does, on 
the threshold of a period of old time prosperity, it has at risk 
opportunity. 

We've all been waiting for opportunity. Now that we have 
it, protect it. 

Use & Occupancy Insurance is the needed safeguard, 
and the aggressive agent will conduct an extensive drive 
for it. 


FIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS 
Chairman of the Board 


Cash 





Thursday 
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‘ ae Capital: 

- R. STREET py Five Million Dollars 
President xe 

Chicago Montreal San Francisco 

N. J. Scurup, President S. F. WEISER, Secretary 


M. J. McCuLLouGu, Vice-President S. W. WARING, Asst. Secy. 
C. J. Scurup, Treasurer 


Dubuque Fire and Marine 
Insurance Company 


FORTIETH ANNUAL STATEMENT, 
JANUARY 1, 1923 


CASH CAPITAL..... $500,000.00 
RESERVE (Unearned 
Premium and All Other 


Liateiies) 2... 6. 2,297 647.17 
NET SURPLUS...... 709,564.83 $3,507,212.00 
SUMMARY OF ASSETS 


Loans (being first lien on 
real estate worth over 
doubleamountofloan) $677,486.90 
Standard Bonds and 
NE 55-5 6 Sb ye 88s 2,166,870. 00 
Cash in Banks........ 226,176.95 
Cashin hands of Agents 401,369.10 
Interest accrued on Loans 35,309.05 $3,507,212.00 
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NEW YORK SURVEYS 


Flat Cancellations.—No subject that has 
been discussed on the Street has met with 
more unanimous vote than the proposition 
to do away with flat cancellations. The flat 
cancellation represents a policy which has 
been issued by a company as actually at- 
tached and been in force for some time and 
then is returned as not wanted, the result 
being that all the labor has been performed, 
liability actually attached and the company 
receives nothing therefor. [very one would 
like to dispense with useless motions and a 
flat cancellation represents in a large ma- 
jority of cases a useless motion, unless a loss 
occurs, and then it is no longer useless, but 
the company pays. However, no practical 
way has been developed for doing away with 
it and it is doubtful if anything but the 
establishment of a central clearing house to 
handle the matter would accomplish any- 
thing. The value of a clearing house to 
which cancelled policies might be sent for 
the purpose of securing the proper informa- 
tion as to the cause of the cancellation and 
thus enabling a report to be made which 
would be of value is probably the first step 
that is necessary if the problem is to be 
solved. If it be true, as stated, that there 
is not much of it in connection with the 
large brokerage houses, but rather with the 
smaller brokers, then there is all the more 
reason for taking the problem up because it 
develops among a large number of brokers 
habits which are exceedingly bad for them- 
selves, the insured, and the business. 

182 Fire Alarms.—F'rom 9 a.m. to 9 p.m. 
March 28, 1923, New York city had 182 
fire alarms. It is not difficult to appreciate 
the amount of labor which this threw upon 
the Fire Department. It resulted in calling 
out 654 pieces of apparatus and kept the 
entire Department busy. 95 of the alarms 
were rush fires and in connection therewith 
three houses were destroyed, with an esti- 
mated value of $14,000. Boys had set these 
fires to burn up the brush. 


Some Old Fire Losses.—We had occasion 





to run over THe Spectator for 1868 
and noticed an item which dealt with loss of 
property by fire in the United States from 
1856 to 1867 inclusive; the total was $304,- 
000,000. 
than the annual fire loss at the present time 


This is less for the twelve years 


by a large amount, and yet it was deemed 
worthy of an editorial fifty-five years ago. 

Fire Reports.—We wonder just how much 
satisfaction an underwriter secures from 
reading an explanation as to why something 
went wrong and a heavy loss occurred. 
What brings this to mind are the reports 
on the fire at Providence, but it seems to us 
that, after all, the bill has to be paid, and 
one must, in time, become a little case- 
hardened to explanations which, after all, 
do not reduce the amount of the bill. The 
only real lesson to be learned from the whole 
thing is that automatic devices one in so 
often go wrong and the underwriter must 
take that into consideration in his work. 

Fires in Sprinklered Risks.—Bulletins No. 
1888, 1889, 1890, 1891, 1892 of the Automatic 
Sprinkler Department of the New York Fire 
Insurance [exchange list fifty-four fires in 
sprinklered risks. The damage reported is 
as follows: 

Three report no damage; six report small 
damage; twenty-three report slight damage; 
fifteen report moderate damage; five report 
considerable damage and two report a large 
damage. 

Some Alarms.—I*or the 48 hours ending 
at seven a.m. April 2, 1923, or for the period 
covering the taster week-end, it required 20 
report sheets of the New York lire Patrol 
to set forth the number of fires. The alarms 
average 17 to a sheet, which makes 340 fires, 
or an average of one in every seven minutes 
for 48 hours. 

Smoking in Bed.—Probably they did not 
smoke, but evidently the student of the 
olden time was regarded as something of 
a fire danger because in a book dealing with 
student life in the middle ages we read the 
following: 

“Supervision was sometimes connected 





REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 


EDD G. DOERFLER, President 


with precautions against fire, e.g., at College 
of Saint Ruf, at Montpellier, an officer was 
appointed every week to go round all 
chambers and rooms at night, and to warn 
any one who had a candle or a fire in a 
dangerous position, near his bed or his study. 
He was to carry a pail of water with him to 
be ready for emergencies. A somewhat 
similar precaution was taken in the Col- 
legium Maius at Leipsic, where water was 
kept in pails beside the dormitories, and 
leather pails, some centuries old, are still to 


be seen at Oxford.” 


BOSTON AND VICINITY 

C. W. Hobbs Reappointed.—Clarence W. 
Hobbs, having successfully completed his 
first term of three years as commissioner of 
insurance of Massachusetts was recently re- 
appointed to that office for another three- 
year term by Governor Cox at a meeting of 
the governor and council. 

Concord Mutual Admitted.—The Concord 
Mutual Fire Insurance Co., of Concord, 
N. H., has been admitted to Massachusetts. 
George D. Elmer, of Fitchburg, is the agent 
of record. The company will write fire only. 

Insurance Library Moves.—The Boston 
Insurance Library today starts moving to 
its new location at 18 Oliver street. 

Protective Dep’t Elects——The Boston Pro- 
tective Department re-elected Henry M. 
Fenton its president at the annual meeting 
Wednesday. All the other officers were re- 
elected with the exception of Burton S. 
Flagg, president of the Merrimack Mutual 
of Andover, Mass., who was elected director 
to succeed Charles A. Howland. The annual 
reports of the department showed a cost to 
the insurance companies for maintaining it 
during the past year aggregating approxi- 
mately $180,000. 

Death of F. H. Blaney.—F rank H. Blaney, 
a familiar figure on the Street for the past 
fifty years and for the past seven years con- 
nected with Gilmour, Rothery & Co., died 
at his home Tuesday. Mr. Blaney worked 
for many years in what was probably the 
oldest insurance office in Boston. 
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FIRE AUTOMOBILE MARINE 


mut HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HAROLD KNOx 
Secretary 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HENRY G. BARBEE 
President 


The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 


























The Fidelity an (@sualty G@mpanyot NewYork 


—1876— ROBERT J. HILLAS, Pres. —1923— 
Total Assets - - Over Twenty-eight Million Dollars 


Total Reserves - - Over Twenty Million Dollars 
Surplus to Policy Holders about Eight Million Dollars 


Losses paid to December 31, 1922 Over Ninety-Three 
Million Dollars 














CASUALTY LINES Surety Lines 
ACCIDENT FIDELITY 
HEALTH COURT 

LIABILITY Casualty Insurance| contract 

COMPENSATION a y FIDUCIARY 
AUTOMOBILE DEPOSITORY 
and 
BURGLARY OFFICIAL 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 
FLY-WHEEL MISCELLANEOUS 




















**INSURANCE THAT INSURES”’ 


QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 
35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 


in addition. has a new liberal and strong selling inducement in its provision of 


DOUBLE DEATH BENEFIT for accidents occurring while riding tn 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 


than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 


KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 














The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 





Ry wiki e sen creeencerd $2,800,000. 00 
SURPLUS TO POLICY HOLDERS.. 350,000.00 
INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 























8. F. WEISER, Secretary 


N. J. SCHRUP, President 
S. W. WARING , Asst. Seev- 


N 
G. W. MYERS, Vice President 


NATIONAL RESERVE 
INSURANCE COMPANY 


C.J. SCHRUP, Treasurer 


FOURTH ANNUAL STATEMENT, JANUARY 1, 1923 
CASHICAPITAL «2 coc dee eee $300,000 .00 
RESERVE (Unearned Premium 
and all other Liabilities)...... 776,601 .37 
LCE ov Wes Uf Ce SIE 0) 230,192.00 $1,306,793 .37 


SUMMARY OF ASSETS 


Loans (being first lien on Real Es- 
tate worth double amount of 


LOS") See ey ee eee $368,850 .00 
Standard Stocks and Bonds..... 730,350.00 
GINS DET Ay COT hr 97,406 .94 
Cash in hands of Agents...... 98,471 .43 


Interest Accrued on Loans and 








RB RSER ISIS anode edt earn Yee ice. Sek 11,715.00 $1,306,793 .37 
Net Premiums Received. ... .. . $639,598.52 Losses and "nee Paid..... $586,849.49 
Interest Earned. . concee GiueaTO Dividends Paid. . .... 30,000.00 





Live Men Wanted 


B* the largest life insurance company in the Middle West 


writing both Industrial and Ordinary. 


Only four other life insurance companies in the United States 
have more policyholders than the Western and Southern. 
Now in its 36th year, it is entering a new era of growth and 


offers excellent opportunities at this time to insurance men 
especially those with Industrial insurance experience. 


The Western and Southern Life Insurance (Co. 


CINCINNATI, OHIO 
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NOW READY a 
DO YOU KNOW 


That 66 Leading Companies Issued New Policies in 1922-1923 
That 65 Leading Companies Adopted New Rates in 1922-1923 





The Only Book That Contains Them All in Full Is 


THE HANDY GUIDE 


1923 EDITION 


YOU MUST 
Be-Up-to-Date 
Know About the Other Company 
Be the Life Insurance Service Expert 


YOU WILL NEED 
The HANDY GUIDE for 1923 


BECAUSE THE HANDY GUIDE FOR 1923 
Gives Complete Policy Forms, Rates, Disability and Double 
Indemnity Clauses and Declaration in Application of 
184 Leading American and Canadian Companies 





Shows Annuity Rates in Full 
Publishes Industrial Rates and Policies 
Contains All Important Reserve Tables 


Order the HANDY GUIDE at once. Be a leader in your business. 


Price per copy, $4.00 
Thumb Index Edition, $4.35 


SPECIAL CLUB RATES 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yoursclf. 

Showing ihe Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Netice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 10, $3. 

On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 S6 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


CHICAGO OFFICE 
Insurance Exchange 


Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga, 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per ml 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 











A New York Life Insurance Company 


Offers an attractive manager’s contract for HARRISBURG 
and SOUTHERN PENNSYLVANIA in which territory the 
Company is not represented. 

Agents receive cooperation at all times, they are assisted with 
prospect service plans, $100,000 and $200,000 Clubs, attractive 
literature, up-to-date policy contracts, and quick action on 
applications. 

A Home Office official will be glad to talk with you about a 
practical method of developing a successful agency. 

All negotiations strictly confidential. 


Address Success, care THE SPECTATOR. 
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Admitted Assets, Jan. 1, 1923 COnrhicn 


$3,616,216.00 “3 KD 
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Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 
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Fire Insurance 
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Cash 

CoMPANY —— 

American Reinsurance Companies 
rican Fire, New York..... 300,000 
pce New YOfiGse+00<ss sees 730,000 
Des Moines Reins., Des Moines. 200,000 
Eagle Fire, Newark..... Je eseee 400,000 
Fire Reassurance, New Vork... 400,000 
Globe National Fire, Sioux City. 1,000,000 
Great Western Fire, Chicago.... 400,000 
International, New York....... 1,000,000 
Iowa National, Des Moines. eeee 500,000 
Inter-Ocean Reins., Cedar Rapids 500,000 
Jew England Fire, Pittsfield... 200,000 
a Bey State, Concord...... on 200,000 
Prudential of Gt. Britain, N. Y. 1,000,000 
Rossia, Hartiord «<6 ac++ ooo 1,200,000 
Union Hisp. Am. F. & M., N. Y. 400,000 
Union Reserve, New York...... 500,000 

Foreign Direct Writing Cos. 

Abeille, Paris ....-esesescccene 200,000 
Atlas Assurance, London....... 200,000 
British America, Toronto ...... 200,000 
British General, London........ 200,000 
Caledonian, Edinburgh ........ 200,000 
Century, Edinburgh ........... 200,000 
Commercial Union, London..... 400,000 
Eagle, Star & Brit Doms., Lon. 400,000 
Fuso Marine & Fire, Tokio..... 400,000 
General Fire, Paris ......0+ees 200,000 
Law, Union & Rock, London.... 200,000 
Liv. & Lon. & Globe, Liverpool. 400,000 
London & Lancashire, London.. 200,000 
London & Scottish, London..... 400,000 
Lon. & Prov. Mar. & Gen., Lon. 200,000 
London Assurance, London..... 400,000 
Nationale, Paris: ...<..00:0.0«si0\6 ee 200,000 
Netherlands, The Hague....... 200,000 
New Zealand, Auckland ....... 400,000 
North Brit. & Mercantile, Lon. 400,000 
Northern Assurance, London.... 200,000 
North China, Shanghai ........ 400,000 
Norwich Union, Norwich....... 400,000 
Palatine, LORdOR. siccovescoenes 200,000 
PRGH eS ANIS™ 5 <.ne gcvsis- cio Wishaw es 200,000 
Phenix Assurance, London..... 400,000 
Royale PAVeEpoor <6 oicioe’sieccoines 400,000 
Royal Exchange, London....... 400,000 
Scandinavian-Am., Christiania... 400,000 
Scot. Union & Nat’l, Edinburgh. 200,000 
South British, Auckland ....... 200,000 
State: Eivernool sn¢csc<ereseese 200,000 
SN, EAMMBIN, ores ead ac cividin ea eens 200,000 
Svea F. & L., Gothenburg...... 200,000 
Dokio Mi & F.,. Foktos.. 5.6.40 <i: 400,000 
Wien: ondetr pasccvensneesne 200,000 
Wrnon Bive, Parise 6a 2 se. sccae's 200,000 
Union Ins. Soc. of Canton...... 400,000 
Wrpaitte,. (PACS) .6c.aceccvelececovereeenecs 200,000 
Western Assurance, Toronto.... 400,000 
Workehire,. WOtlo «s:c:cvelsteusave-scare:s 200,000 

Foreign Reinsurance Companies 
Alpha General, Calcutta ....... 200,000 
Baltica, Copenhagen .........++ 400,000 
Christiania General, Christiania. 200,000 
Consolidated Assurance, London. 200,000 
La Cubana Comp. Nac’l, Havana. 200,000 
First Russian, Petrograd....... 200,000 
Metropolitan National, Havana.. 200,000 
Moscow Fire, Moscow ......... 200,000 
New India, Bombay «....0+.0« 200,000 
Nippon Fire, Tokio.........+0++ 200,000 
Nordisk Reins., Copenhagen.... 200,000 
Northern, Moscow .......++e++ 200,000 
Norwegian Atlas, Christiania.... 400,000 
Osaka M. & F RGN icc'e:6 srererere 200,000 
Paternelle, “Paris; ....<cccaates 200,000 
Prudentia Re- & Coins., Zurich.. 200,000 
Reins. Co. Salamandra, Copen.. 200,000 
Russian Reinsurance, Petrograd. 200,000 
Second Russian, Petrograd...... 400,000 
Skandia, Stockholm ......-+.++ 200,000 


FIRE INSURANCE IN THE UNITED STATESIN 1922 


Jan. 1, 
1923 
$ 


1,749,416 
1,984,295 

462,453 
1,628,903 
8,297,998 


724,794 
1,067,944 
1,892,548 
9,263,520 
1,802,013 
1,723,698 


1,497,664 
5,644,228 
2,302,902 

838,069 
3,967,413 


67,685 
64,808 


( 
15,1 
053,461 
) 
5 


1, 
5, 
5, 
1,078,141 
1,546,776 


1,894,912 
19,813,077 
8,014,003 
1,845,607 
886,885 


7,865,925 
1,565,844 
1,326,298 
2,156,941 
13,508,221 


9,467,176 
1,179,809 
6,199,793 
5,183,128 
1,516,371 


6,921,814 
21,253,689 
5,457,6 


,457,633 


1,046,116 
1,333,759 
7,093,503 
3,054,940 
5,665,944 


2,958,410 
1,798,159 
8,459,146 
5,439,568 
4,591,275 
3,008,963 


1,827,325 
2,390,711 





2,534,05 
2,268 
1,293,259 


1,245,557 

705,439 
1,391,732 
1,043,069 
1,878,438 


4,035,648 
6,089,933 
1,994,801 
1,256,243 
1,381,346 


Jan. 1,- 
1923 


$ 


398,894 
592,777 
120,015 
375,010 
428,814 


242,913 
302,138 
1,376,002 
307,333 
539,430 


161,850 
299,913 
362,108 
2,352,816 
213,375 
375,997 


415,554 
1,513,392 
811,762 
445,439 
1,232,810 


592,382 
5,291,818 
1,209,770 

920,548 

512,464 


1,009,567 
6,439,593 
3,709,533 
1,158,266 

708,415 


3,164,735 
483,734 
743,543 

1,026,791 

5,075,530 


3,201,030 
982,875 
1,878,710 
1,749,717 
434,260 


2,745,376 
5,795,550 
2,181,944 

977,173 


4,731,039 


441,757 
792,011 
2,207,859 
1,400,270 
4,063,762 


599,301 
1,006,662 
1,266,257 

571,607 

405,155 


1,102,625 
487,974 
1,311,340 
485,432 
514,393 


563,651 
679,342 
893,304 
426,385 
375,324 


1,272,735 
1,630,312 
997,139 
587,771 
793,932 


(Continued from page 33) 


Jan.1, —Net Premiums Written 
$ 


1922 
$ 1922 1921 

379,487 1,362,217 896,654 
woaeas < 1,290,692 wane wee 
27,247 111,341 280,336 
324,048 818,356 729,413 
622,152 3,442,228 2,915,978 
233,530 1,164,643 1,120,435 
325,401 528,613 58,118 
1,010,375 3,826,067 4,108,690 
374,471 329,565 363,583 
536,531 854,762 637,275 
183,622 406,842 328,317 
258,944 394,388 847,820 
reer rT 686,188 adaware 
2,799,170 6,698,300 6,169,763 
ca wes see 2,329,697 eeaeeade 
321,683 1,561,160 1,125,093 
433,850 957,857 909,809 
1,434,752 4,157,257 3,889,668 
655,879 1,343,293 1,395,596 
453,267 569,429 602,204 
1,164,636 2,694,301 2,230,407 
577,695 591,115 640,090 
4,476,193 9,603,649 8,399,611 
1,043,672 4,549,397 4,603,444 
380,766 180,991 51,361 
629,761 1,006,983 979,542 
869,595 718,742 707,286 
5,666,721 11,786,147 10,804,788 
3,415,303 3,437,353 3,468,995 
1,120,864 688,32 628,228 
675,314 207,963 133,286 
2,492,886 4,315,600 3,763,316 
463,422 957,856 909,309 
683,303 301,474 661,667 
995,176 1,042,355 855,900 
4,213,479 7,848,352 6,932,294 
3,267,577 5,664,814 5,523,401 
922,833 199,133 194,724 
1,669,261 4,345,927 3,976,124 
1,556,805 8,108,780 2,927,883 
448,806 957,856 909,309 
2,514,539 4,094,931 4,155,900 
5,668,882 13,164,465 12,899,897 
2,235,269 2,922,548 2,826,436 
947,646 —707,428 1,551,248 
3,909,381 3,644,926 3,644,436 
362,197 552,391 798,201 
772,014 464,408 369,468 
2,274,837 4,024,345 3,718,466 
1,270,975 1,339,542 1,324,039 
3,725,068 1,729,740 1,678,352 
919,215 1,925,294 1,678,366 
589,422 1,009,786 968,342 
2,295,453 6,945,085 5,428,345 
1,455,157 3,864,710 3,569,747 
1,599,555 2,148,700 1,890,868 
1,084,554 1,764,614 2,092,153 
781,470 1,591,464 432,806 
974,607 1,135,089 1,456,255 
1,189,998 3,184,198 4,112,179 
525,361 1,786,487 2,147,698 
415,568 765,910 549,969 
917,608 1,412,687 2,115,362 
403,369 295,696 664,426 
901,078 651,713 2,334,708 
1,007,668 2,461,805 212,491 
498,090 783,282 909,649 
518,140 673,206 671,444 
660,133 —3,809 —18,389 
1,025,737 519,332 1,609,163 
521,522 SOE SSG vetcccuse 
450,771 1,386,016 1,386,473 
1,232,898 3,013,501 2,417,282 
1,025,193 3,656,757 3,759,373 
817,969 743,771 1,458,120 
525,897 389,914 1,342,845 
765,561 1,396,781 1,370,458 


(Concluded on page 37) 
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*Total 
Income 


1922 


1,424,655 
3,997,504 
232,469 
944,690 
3,570,260 


1,276,513 
567,322 
4,254,729 
393,408 
939,931 


456,508 
729,461 
hh1,217,346 
7,198,458 
3,671,516 
1,639,873 


1,024,640 
4,349,284 
1,458,013 

581,960 
2,834,041 


660,232 
10,055,387 
5,139,936 
751,844 
1,080,766 


805,005 
12,523,939 





>f 
769,040 
243,207 


4,611,696 


1,125,207 
8,398,979 


6,053,452 

290,251 
4,572,687 
3,290,836 
1,022,070 


4,368,174 
14,056,525 
3,153,783 
—264,730 
4,002,344 


824,236 
515,264 
4,345,983 
1,440,719 
1,967,624 


2,028,632 
1,080,399 
7,286,679 
4,136,478 
2,369,480 
1,876,605 


1,558,273 
335,242 
838,989 

2,495,664 
838,553 


736,359 
24,944 
691,651 
916,227 
1,478,428 


3,216,212 
rr4,778,905 
847,226 
492,238 
1,496,220 


Dividends 
to Stock- 

“oe Paid——, holders 

1922 1921 1922 
727,456 586,279 15,000 
SOB GGG ec cccccce 28,800 
160,480 eC, ere 
564,333 506,918 60,000 
2,296,174 2,318,835 ........ 
903,831 a 
111,859 18,114 40,000 
2,919,567 2,888,183 100,000 
241,758 / | ror 
378,354 yt re 
242,093 200,594 30,000 
550,349 Ct ere 
BEMOQUG. detausea: dance 
5,054,588 6,151,762 1,000,000 
BSGRRakiccawucs 8 “Sdaaowes 
988,715 Cf | ene 
615,305 609,300 ........ 
2,496,250 2,493,935 ........ 
893,819 TAGES ckkeoce: 
333,405 SOG Skeses 
1,424,566 BSGGGSF 8 csecwess 
370,962 rs Cs ee 
5,094,595 2 eee 
8,268,878 3448485  ..cccces 
35,765 (At ie 
733,848 OT re 
364,021 errr 
7,675,897 (ACN ee 
1,861,009 1,981,193 ........ 
414,562 409,788 cee vese 
115,734 ee 
1,889,573 2,490,260 ........ 
615,656 COEDS cli. 
353,098 506,147 nw ccc aee 
610,193 (iy 7 ee 
3,982,402 Ce. ere e 
3,492,034 fe US. rere 
166,103 RUTAG- lwceunen 
2,432,626 SEPSIS  ccewecex 
1,800,486 [FCO eee 
615,656 ee 
2,217,101 TAG SER | scacaeus 
7,327,163 y Poi} o. . eeeerree 
1,635,752 Shek, da nesae's 
738,180 SER Sccucces 
2,103,291 SSA ls eweosne 
348,007 pS eee 
207,911 ye Se 
2,077,652 pm: Serer 
892,309 ETC Cree 
978,556 x | eo 
1,131,737 Lae” «aeaaeae 
650,087 CIRe6G | .ccscate 
4,008,483 eit here re 
2,586,461 S,GGL GST Os hk wcceces 
1,409,444 1,507,995 ........ 
1,201,333 EAGER 8 ccinscece 
544,966 , eer ee 
984,781 BAIGSIG  sccwecen 
2,931,613 SSIGSGS. ewes ieie 
1,161,449 et eo 
450,597 ; Se 
1,589,045 ty. ( eerie 
405,935  *:. eee 
1,570,643 ESR GSe ka cccues 
817,654 PRGek . sasecaus 
629,298 608,425 ........ 
166,103 BOGUS § cccueves 
5,412 BIRO vee wcces 
760,042 LAGETGR 3  o csewucs 
PEERY, Gace. scae nee 
1,065,701 1,089,468 wwrcvcese 
1,824,557 RGGRGAL) teeceeees 
1,980,051 LEOB MBG cecccees 
1,074,097 BLEAG BIE el ccccccs ° 
1,030,580 1,324,400 eeneawes 
1,037,187 1,046,197  ..ccccce 











{Total 
Disburse- 
ments 
$ 


1922 


1,212,613 
2,081,150 
295,492 
891,736 
3,430,401 


1,336,482 
371,613 
4,269,778 
400,212 
716,465 


433,567 
809,979 
339,484 
8,362,157 
1,899,926 
1,587,182 


973,437 
4,297,539 
1,510,436 

540,826 
2,483,713 


589,206 


4,026,316 
13,090,251 
2,877,063 
1,311,801 
3,590,558 


688,659 
536,138 
3,863,293 
1,496,168 
1,678,414 


1,962,725 
1,015,299 
6,409,300 
4,096,393 
2,368,447 
1,955,537 


2,108,266 
504,894 
1,861,946 
1,582,916 
907,926 


739,545 
14,610 
111,386,166 
537,711 
1,554,503 


2,867,724 
2,798,992 
1,377,732 
1,228,746 
1,492,043 
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OR : 
Se 
INCOME INSURANC : . 
a eee E National Life Insurance Company 
of the Southwest 
Opportunities for Salesmen in 47 States The Company to represent in New Mexico ow 
and Arizona ‘‘More Days of Sunshine’’ = 
Address H. A. LUTHER, 2d Vice=Pres. Wot 
HERI N AC ; ENT INSUR F For attractive agency proposition write 
209 S. LaSalle St., Chicago, III. WwW. C. KEIM 
Agency Director ALBUQUERQUE, NEW MEXICO 
ACACIA MUTUAL LIFE ASSOCIATION 1857 19 
THIS DID NOT HAPPEN BY CHANCE 23 
New Insurance Issued in 1922............ $38,942,000.00 . 
Gain in Insurance in Force............... 21,462,805.00 The Oldest Life Insurance Company 
Insurance in Force December 31, 1922... . 122,685,100.00 e h W h a 
en niin Soe si atone 6 6,828,344.87 in the West has new territory for 
DCPERSE 47d BORED... 5 5. os bn eee ein sda eae 2,214,850.30 * oe . 
Increase in Reserve... .........5-5200006 1,683,761.00 live agents. Its p olicies are liberal 
PMCNPASE ER OUNDIUS....... 0 6c es eee 431,446.67 and easy to sell. 
UNEXCELLED LIFE INSURANCE PROTECTION— — 
LOWEST NET COST—ABSOLUTE SECURITY—PER- aa 
en oS ed ST. LOUIS MUTUAL LIFE INSURANCE CO. cu 
WILLIAM MONTGOMERY Homer Building ST. LOUIS, MO. prope 
President Washington, D . not 
of pa 
= — ee aan Loe 
on st 
RESTRICTIONLESS!! AGENCY MANAGER WANTED dude 
The Farmers National Life is getting from the lithographers A Middle Western life insurance company is desir- I Tne 
new policy son on hee hoe page - a aperere in yeeee- = of obtaining the services of an Agency Manager sais 
nent type, THIS POLICY IS WITHOUT RESTRICTION who is capable of organizi i _— 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- ee 
TARY AND NAVAL SERVICE. The new Child’s Policy of ee conditions in Ohio, 
— F.N. 3 is gig six months up and becomes a paid up yi and Illinois. 
policy on the death of the beneficiary. Of course the F. N. L. n attractive contra i i i : 
writes the accidental death benefit and income total disability. Add Middl ct wil be given the right ran. ae: 
Best territory open in Ohio, Indiana, Illinois, Missouri and ress Middle West, Grot 
Iowa. 
FARMERS NATIONAL LIFE INS. CO. Pp Care of on ems 
F.N.L. Building 3401 Michigan Ave. Chicago, Illinois ost Office Box 1117 City Ha!l Station, New York ae 
— ce Chai; 
HOME FRIENDLY INSURANCE CO. FIRE ASSOCIATION of Philadelphia | ;.;; 
OF MARYLAND; Organized Sept. 1, 1817. Incorporated March 27, 1820 Best 
. 2 pee Charter Perpetual a F Open 
has Reon nso in popularity until it is now generally conceded to be Capital P 
“one of the leading Industrial life insurance companies in America’ eee Sn rs ae te ae emer es + $1,000 000 How 
issuing LIFE, HEALTH and ACCIDENT Policies. Beccarve bind nithius Gaubiiieeee-“0°°°"°°°* Tea Sources 
Write for Financial Statement RT eres ae i = 4,589,909 Open 
HOME OFFICE: 1026 Linden Ave., BALTIMORE, MD. Surplus to Policy Holders. ...........++ 5,589,909 | Sellit 
E. C. IRVIN, President. : Fe Candide 
a ——— — — J. W. COCHRAN, Vice-President. a 
sH0. - es 2d pdm . |} Open 
$ . G. G! YUES, Secreta t " | Adj 
NEW snd up to See Pick ase hh i. BELLY, (R, Aotmt terry. 7 
Policyhold dA ts. oa 
NOTSO BIG to lose sight of ALTIMORE LIFE INSURANCE COMPANY No re 
individual Agents, and big BALTIMORE, MD. Gro 
forily. SOME GOOD terri WILLIAM 0. MACGILL, Prasrenr. | 
tory in IOWA and SOUTH _Agents desiring to connect themselves with a solid and progressive, yet conservative | 
DAKOTA open for Agents. Life Insurance Company, -an address S. D. Powell, Secretary, giving references. | Methods 
DES MOINES, IOWA JAS. H. JAMISON, Pres’t “omen” and Ordinary Life Insurance policies issued upon all attractiveforms | (a) () 
eens = (b) G 
Chair 
a ‘ — 
TO MEN WHO CAN QUALIFY Attention, Insurance Men! cat 
Led 
ah ka ‘ ‘ ree Genera 
: : A progressive insurance company recently licensed in Virginia, : 
We are offering some splendid OKLAHOMA and having over 600 prominent stockholders throughout the = 
and MISSOURI territory on a General State, has some excellent openings for ambitious insurance men aa 
; who are anxious to secure General Agents’ or District Agency ian 
Agency basis. contracts. Good leads furnished and every assistance given to My “ 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. pt 
The Farmers & Bankers Life Insurance Co. All answers treated with confidence Wive 
Executive Offices oe Address L=438, care of THE SPECTATOR, Persons 
. ’ ” P. O. Box 1117, New York City, N. Y. Employee 
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, | A SPE( | A | OR Miscellaneous Insurance 
ursday April 5, 1923 H Ek. 
—:}” = " ie 
FIRE INSURANCE IN THE UNITED STATES IN 1922 
(Concluded from page 35) 

= se Dividends +Total 
1y : iy weg, — J as! Total : to Stock- Disburse- 

Cash Jan.-1, Jan, 1, Jan.1, -—Net Premiums Written— Income 7—Losses Paid—, holders ments 

CoMPANY Capital 1923 1923 1922 1922 1921 1922 1922 1921 1922 1922 

‘ $ $ $ $ $ $ $ $ $ $ 
«outa Copenhagen .....- 400,000 5,032,729 1,713,535 1,699,095 2,361,132 4,939,828 2,770,842 2,957,024 4,414,934 ......., 3,743,013 
Spandine te otice, Zurich...... 200,000 3,820,686 81,! 855,515 2,917,855 2,566,106 3,113,082 1,876,274 1,634,256... 2... 2°911,295 
| Tpion & Phenix Espanol, Madrid prays os pid Peer errr eee cr aig GAZE SIG —  wcvicawes 3,633,774 
foecaw, WAYSAW occceeccecces 200, yl00,/6 © 940,22 915,710 D4, 91 569, 55,561 $454,139 ........ 545,454 
eet, ie, London....... 200,000 917,462 570,069 730,012 314,059 741,656 396,903 418,432 715825 ...... 528°299 

or a9 “Ss —s 
Totals, 1922..--.--+++++ 202,829,354 1,387,330,852 409,361,909 = ........ 718,768,488 = .....:. 800,356,881 424,138,811 ........ 31,799,076 751,893,203 
Increase in 1922.......-- 26,892,900 76,344,456 49,221,832 ........ TRGOESIO  vcccccecs 29,589,944 —28,530,742 ........ 7,004,359 —20°166,478 

‘ 75,98 Ree S6O240007F © cccsenc. 703,156,568 770,766,937 SO G00: REG eandanmin. waded 

Totals, 1921...+-++-++eee> 175,936,454 1,310,986,39 360,140, $22290,905 170,766,937 ........ 452,669,553 24,794,717 2,059,686 
Totals, 1920......-+-++- 169,184,000 Mey seer ce cceces pede ae ceeceees pkg myeh 895,765,640 ........ 391,061,637 22,974,130 732,064,574 
ico Totals,, 1919....---+++0+- 147,810,754 1,140,911,839 = ........ nS 690,674,573 741,566,364 ........ 297,915,663 19,935,024 581,796,820 
Webala, AGED ie « o<-« cco s:seis 132,645,805 939,789,700 erate 260,705,380 Bato eee 589,435,959 630,895,861 ........ 280,629,182 16,350,777 510,988,651 
| Er sla SR 119,638,990 825,275,667 ........ ee eee 506,114,518 539,556,950 ........ 239,249,320 18,075,771 430,701,028 
an Totals, 1916......-+-+++- 117,286,664 TOEBOSEOS ke ccces S42,.S00, 156 =. cescccs 401,940,508 442,784,960 veeeeees 218,857,320 21,929,807 386,981,618 
— WPatalai: 19L0e« 2 eros een swe 106,498,131 701,515,432... 0... 231,329,493 LOS he 353,900,590 382,860,875 ieBeriioed 193,515,307 14,440,153 333,987,732 
Posie, UWE begs coe.ciscie' sie 103,883,389 664,860,606 SPR a 200,487,918 =... ...-- 336,658,539 368,192,993 ........ 191,341,337 13,873,583 339,209,257 
23 Potala, 1918. .c0000+ viesee 101,696,321 608,099,976 ........ 206,352,539 sath tats 325,906,710 351,483,950 ........ 173,797,201 13,514,076 312,286,899 
Totals, 19UZ.. «00.000 vsievs 91,575,554 617,317,746 v+++ 206,357,206 = ....... 309,657,967 338,126,163 Snare 165,770,258 12,883,525 295,401,463 
Potals, 1911... eeseoe- 88,030,004 586,080,534 Hacwinee. 194,870,848 = ........ 296,472,485 322,301,162 ........ 162,835,672 12,577,417 288,646,166 
Motale, TOs odseiqaceeees:- 83,120,004 552,578,144 Ee 179,801,631 eee rere 287,705,151 312,805,782 ........ 146,326,406 12,805,451 267,282,142 
Totals, 1909......0++s0e- 75,312,071 511,864,172 sec eeees 164,521,723 se 272,608,897 296,806,922 ........ 134,448,845 9,978,491 245,030,194 
Watale:, GOOG: sev sie oeenics 72,230,000 460,623,867 ........ 136,147,066 = ........ 253,721,936 271,943,712 ........ 142,626,526 8,931,311 246,644,944 
Potala. BOD Bes» ainins's cele 74,880,004 432,333,959 ........ 109,280,143 ........ 262,000,690 282,619,886 ........ 124,905,335 $8,094,558 228,318,001 
TPotalas 1906). 6.-:<.< «erases 71,500,004 418,599,406 ........ 109,660,109 = ........ 245,062,741 279,889,967 ........ 230,002,937 7,377,021 323,152,937 
Totals, 19002. <<sceeoe'ss 65,552,875 422,848,120 ........ 150,177,121... 6. 224,134,569 241,457,627 ........ 108,770,795 7,831,641 197,923,822 
Potala, 1904: . + ais-se eee 61,625,375 382,818,169 ........ 125,931,560 ........ 218,534,394 229,392,811 ........ 182,535,337 7,563,428 215,329,199 
Totals, 1908.....-.+++-s0 68,202,875 866,722,216 ........ 999,350,457 ....+... 197,266,408 209,892,919 ........ 97,181,800 7,160,445 175,653,613 











* Includes the premiums, interest, rents and income from all other sources except deposit premiums received on perpetual risks, commissions received on reinsurance 


(deducted from reinsurance commission), premiums of previous year received, appreciation of securities owned (not sold or matured), and in 
i j Total disbursements are the aggregates of the losses paid, dividends and expenses, the latter excluding deposit 


their receipts from their home offices. 


the case of foreign 





Ss F 
. oremiums’ returned on perpetual risks, loss on sale or maturity of ledger assets, depreciation of securities owned (not sold or matured) and similar items which cannot 
properly be classed as expense also in the case of foreign companies, their remittances to their home offices, { First column for foreign companies is deposit capital, which 
is not deducted from surplus. a Excludes $600,000. stock dividend. b Includes net surplus paid in on sale of stock, $1,080,917. d Incl. $567,748 surplus from deduction 
of par value of stock. e Excludes $200,000 stock dividend. f Includes $200,000 premium on stock sold. gIncludes $1,000,000 _Premium on stock sold. h Excludes 
$2,800,000 stock dividend. i Excludes $2,500,000 stock dividend. kIncludes $3,018 surplus paid in. IIncl. $6,000,000 stock dividend. m$750,000 surplus paid in 
eee jIncl, $36,853 cont. to surplus and $183,474 comm. > Includes $200,000 transferred from capital to surplus. r Incl. $5,000 cont. to surplus. s Excludes $500,900 
on stock dividend. ¢Incl. $375,000 surp. paid in. «Excludes $1,000,000 stock dividend. vIncludes $1,800 surp. paid in. w Includes stockholders’ tax. + Ex- 
cludes $200,000 stock dividend. y Includes $500,000 premium on new stock. z Includes $80,000 surp. paid in. aa Excludes $62,500 stock dividend. bb Outstanding 
liability reinsured December 31, 1921, with Globe and Rutgers, cc All business reins. in Hartford Fire. dd Figures without considering special reinsurance. ff Risks 
a reinsured Dec. 1, 1921, in Globe and Rutgers. gg A large volume of business was canceled and reinsurad during 1922. hh Includes $500,000 premium on new stock, 
s1r- Il Includes $424,245 net paid on fire reins. rr Incl. amts. received from Salamandra, $50,000 for taxes, $387,089 for unpaid losses, and $426,876 in excess of liabilities 
transferred. tt Includes $2,374,496 surplus paid in. 
per 
Icy N. A. L. U. Program Led by Importance of Proper Start. 
10, Ser aru ? “The Pre-Approach.” Opened by 
(Concluded From poge 11) Address by Dr. Griffin M. Lovelace. What Instruction to Give Before Canvassing Is 
PROGRAM “Delivering a Selling Talk.” 3egun. 
an. No read papers permitted. Address by Dr. C. J. Rockwell. Opened by 


ork 














Group meeting, Agency Building, September 6, 1923. 


THURSDAY MORNING SESSION” 
9:30 A, M. to 12 M. 


PROGRAM 
No read papers permitted. 
Group meeting September 6, 1923. 


Supervision or Joint Work with New Agents. 
Opened by 
Adjourned. 
PROGRAM 


No read papers permitted. 


Recruiting of agents. THURSDAY AFTERNOON SESSION } aa 
a Chairman, September 7, 1923. 
siphia Singing. Led by 2 P. M. to 4:80 P. M. (Daylight saving time.) FRIDAY MORNING SESSION 
‘ p la Subject opened by aegis the Variety of Policy Forms Used. 9:30 A. M. to 12 M. (Daylight saving time.) 
7, 1820 Best Sources of Agency Material. Chairman, Singing. Led by 
Opened by 2 ’ ‘ ; Singing. Led by Securing and Maintaining the Co-operation of Old 
vty Ri to Secure Prospective Candidates from those ariel Policyholders, Their Business and Influence. 
14,105 7 =e ees 4 Opened by 
39,909 Opened by Singing. Discussion led by 
39,909 Selling the Insurance Business to the Prospective Demonstrations: Singing : 
Candidate and his wife. Presentation of— é enone bi ease 3 
Caesel be Joint Life Annuity. FRIDAY AFTERNOON SESSION 
irer. Adjourned. Joint Life Policy. 2 P.M. to 4:30 P. M. 
a PROGRAM Endowment sold in series. Co-operation Between Trust Companies and Life In- 
No read papers permitted. Combination of Limited Payment and Endowment aiceaboocne Companies. 
Group meeting, September 6, 1923. Policy. Singing. Led by . 
Ten-Payment Life Policy. Address: Co-operation Between Trust Companies and 
THURSDAY MORNING SESSION Ten-Payment Life Income. Life Insurance Companies. 
ervative 9:30 A. M. to12 M. Fifteen-Year Endowment. By 
ices, Methods of Getting Prospects from Annuity to Widow Aged Seventy-seven. Singing. 
ve forms (a) Old policyholders. Long Endowment Policy. Joint Life Insurance and Trust Company Service. 
——— (b) General methods. Ten-Payment, Twenty-Year Policy. Discussion opened by 
a Chairman, Salary Continuance Policy. Led by 
Singing. Led by Circularization and Mail Campaigns of Securing Presentations: 
Subject opened by Prospects—Successfully Conducting Advertising Cam- Leaving insurance payable to trust company to fur- 
Getting Prospects from Agents’ Old Policyholders. paigns. nish funds to pay expenses in the liquidation of estates. 
‘ sd by a By Life insurance payable through a trust company to 
ia, — Methods of Getting Prospects—from Adjourn, liquidate mortgage. 
lua alban PROGRAM Life insurance payable through a trust company with 
en a a sii ic No veda papers permitted, trust beeen to settle up business with partner or 
vid Fellow alumni ; _ Group meeting, place, ss ; ; , . 
to ieee caus . Agency Building, September 6, 1923. Life insurance to pay inheritance, transfer and in- 
-al crattsmen, come taxes. 
Those of same language or race. THURSDAY AFTERNOON SESSION OT Te: Rar eey eee me age 
Children of policyholders. 2 P. M. to 4:30 P. M. (Daylight saving time.) ; o 7 pg saniat: trust agreement te Queene age 
Wives of policyholders, How to Start the New Agent. | ine “we a ssi 2 : 
Persons in whom policyholders are interested. Chairman , 2 ee eet ee eee eee 
y Employees, ’ aes es : provision for bequests. 
. Singing led by Adjourn. 
BE: BI 
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THE SPECTATOR 
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WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
If your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 








HOME LIFE INSURANCE COMPANY 
WM. A. Re oog President 


The 63rd Annual Report shows: 


Premiums received during the year 1922................... $7,369,835 

Payments to Policyholders and their beneficiaries in Death ; 
Claims, Endowments, Dividends, Etc............ceceeeee 5,400,769 

Amount added to the Insurance Reserve Funds............. 2,206,762 

Net Interest Income from Investment. ........cececcscoeecs 110/999 
($722,352 in excess of the amount required to maintain the : 
reserve) 

Actual mortality experience 52.87% of the amount expected. 

MET MINCE AT TUMOR gi ool aara'a:tisie1e:aieieie cis) ese eis c\nare cies clsineclcelet $232,163,052 

Acted Assets. .o5 cc. sean sinsscie sev caioterceesmeeee noes 46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 








AGENTS WANTED 


To sell an unrestricted Accident policy costing $9.00 quarterly. 
Liberal commission paid 


Covers every disease and every accident. 
to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pre: 


S. 
C. O. PAULEY, Sec’y & Treas. CHICAGO, ILL. 


Westminster Bldg. 











Why Choose the Great-West Life? 


Because the company charges exceptionally low rates and pays excellent 
profits to policyholders. For many years The Great-West Life has led all 
other Canadian companies for the amount of new business issued, 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office - WINNIPEG 














C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 
General Offices: St. James Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 











UNUSUAL OPPORTUNITY 


A nighly successful Western company desires the services of 
an agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 











Dividends to Policyholders 


The Special Dividends to policyholders of 1910, 
1913, 1914 and 1916 and the increases in the regular 
dividend scale in the years 1910, 1912 and 1915 
were but natural expressions of a prudent company 
management striving to build strongly on the 
foundation so well laid in early years of Mutual 
Benefit history. 


The 1923 Special Dividend to policyholders, 
amounting to 25% of the regular dividend, is 
further evidence of the intention of the Mutual 
Benefit to furnish pure Life Insurance with the most 
liberal features at the lowest possible cost to policy- 
holders. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


QRGANIZED 1845 
Newark, N. J. 














EXCELLENT OPPORTUNITY 


tor Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 





A ‘Millionaire’? Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $16,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women.and the Children of its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 


MISS BINA M. WEST 
Supreme Record Keeper, Port Huron, Mich 


Supreme Commander, Port Huron, Mich. 
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“GRAND RAPIDS LABEL CO. 











MIDLAND LIFE INSURANCE COMPAN! 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE MANAGEMENT. 


THE TERRITORY. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretar) 
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Fire, Automobile and Marine Insurance Decisions 


By Harry B. Brapsury, 


of the New York Bar 
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FIRE 


Warranty as to books of accounts; record made up of sale slips 
and cash register tickets; when sufficient to comply with warranty. 

A policy of fire insurance required the assured to keep such “book 
accounts of his invoices, purchases and sales as will show the amount of 
goods on hand at the time of the fire, and thus furnish data from which 
to make a reasonably correct estimate of the loss or damage.” 

It was held that the purpose of this warranty was accomplished when 
it was shown that the assured had kept such record of his business as 
would enable a man of ordinary intelligence to ascertain from the same 
with reasonable certainty the amount and value of the goods destroyed ; 
that no particular system of bookkeeping was required. In this case it 
was shown that the assured kept cash register slips showing cash sales, 
also daily sales tickets on which were entered the date of sale, the item 
or items sold and the amount received for the same. In addition, the 
entries on the daily sales tickets were registered on an adding machine 
and totaled. Then this record was checked with the cash register tickets. 
The daily sales tickets, the cash register slips and the adding machine 
slips were pinned together and kept in a safe. It was shown that the 
assured was able to show a complete and correct record of all sales from 
the beginning of business to the date of the last inventory and to the 
date of the fire. It was held that this was a sufficient compliance with 
the warranty. J7Zome Insurance Company v. Llewellen Produce Com- 
pany, —— Texas Com. of App. > 247 S: W. 833: 





FIRE 


Assignment. Clause and policy prohibiting assignment not vio- 
lated by mere conditional transfer to secure creditor. 


A clause in a fire insurance policy prohibited the assignment of the 
policy before loss. The assured gave to a creditor an instrument con- 
taining the following provisions: 


“TO WHOM IT MAY CONCERN: 

“T hereby give unto A. P. C. this bill of sale of my building, lot and 
fixtures, together with the insurance, for the sum of $225, the receipt of 
which is hereby acknowledged. Said building, lot and fixtures are my 
dance hall in Homestead, Oregon. It is further agreed that I have the 
privilege of redeeming this bill of sale any time within fifty days from 
the date of this bill for the consideration of $225, or agree to forfeit a 
deed to said lot and fixtures.” 





. Ps. . 
It was held that this instrument was not such an assignment of the 
insurance policy as avoided the same. Sheridan v. Pacific States Fire 
Insurance Company, Ore. ——; 212 Pac. 783. 





AUTOMOBILE 


Right of insurance company to subrogation against original vendor 
of automobile where conditional contract of sale was sold for cash 
to banker with guarantee of payment. 

A dealer in automobiles sold a car to one Miller upon a conditional 
contract of sale. This contract recited the purchase price of $502.40, 
admitted a payment of $150 at the time of the execution of the contract 
and provided for the payment of the balance in monthly instalments. 
The dealer sold the contract to a banker for cash, at a discount, and 
assigned the contract of purchase and guaranteed the payment of all 
moneys due or to become due under the contract. At the time of the 
transaction, the seller insured the automobile in which the purchaser, 
Miller, was the person assured against fire and theft. The policy con- 
tained a clause showing the conditional sale, and provided that the loss 
should be “payable to said vendor and the said vendee as their re- 
spective interests may appear.” In consideration of an additional pre- 
mium, the direct loss or damage caused by the wrongful conversion of 
the automobile by the vendee, was payable to the banker who had bought 
the contract, Miller, the purchaser, did convert the automobile, and the 
banker called upon the insurance company to make good his loss of the 
conversion. The insurance company paid the loss and took an assignment 
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of the conditional contract of sale and the guarantee of the original 
seller. The insurance company claimed the right to be subrogated to 
the rights of the banker under the guarantee of the original seller. It 
was held, under such circumstances, the insurance company could not 
recover from the original vendor on the ground of a right to subrogation. 
American Central Insurance Company v. Weller, —— Ore. ——; 212 
Pac. 803. 


LIABILITY 


Failure of Insurer to pay limit in settlement when judgment sub- 
sequently secured for much larger amount. 

A complaint in an action against a liability company alleged that a 
claim against the assured could have been settled for less than the com- 
pany’s liability under the policy, and that the company refused to make 
such settlement, and that thereafter judgment was secured against the 
assured for a sum very much larger than that for which the claim could 
have been settled before suit. It was held that such a complaint did not 
state a cause of action against the company, as no violation of its duty 
was shown and no fraud was alleged. Auerbach v. Maryland Casualty 


Company, 119 Misc. 812; 198 N. Y. 


MARINE 


Policy limiting use of vessel to certain waters but with permission 
to go into dry-dock; policy covers vessel while in nearest available 
drydock, although outside the district limited in the policy. 

A policy of marine insurance contained the following provision : 

“Warranted confined to the use and navigation of the waters of the 
Hudson River not south of Piermont, New York * * * with privilege 
to lay up and make additions, alterations and repairs, and to go in 
drydock.” 

The vessel sank while in drydock at Hoboken, N. J., the nearest 
available drydock at that time of the year, those north of Piermont being 
unavailable on account of ice. It was held that under such circumstances 
the policy could be enforced against the insurance company. North 
River Steamship Co. v. Home Ins. Co., 235 N. Y. (Memo.), affirming 
200 App. Div. 915. 


AUTOMOBILE THEFT 
Diminution in value of car while in possession of thieves. 


An automobile theft policy insured the plaintiff “against direct loss or 
damage caused while this policy is in force, by the perils specifically 
insured against.” The automobile was stolen in Newark, N. J., on May 
17, 1920, and was recovered in Fairville, N. C., by the defendant and 
tendered to the plaintiff on June 18, 1920. It appeared that the car had 
been driven 2500 miles while thus out of the plaintiffs possession. It 
was held that the owner could recover for the diminution in value of the 
car by reason of its use during the time it was in the possession of the 
thieves. Edwards vs. Maryland Motor Car Ins. Co., 204 App. Div. 174. 





Default in payment of premium for two weeks; how computed. 

A policy of accident insurance provided that: “This policy shall not 
lapse for non-payment of premiums, but the insured, however, shall not 
be entitled to sick or accident benefits when payments are in arrears for 
two weeks or more, and the subsequent payment of such arrears shall 
not entitle the assured to benefits for sickness or disability beginning or 
occurring during the period of such arrears.” A premium was due on 
August 30, and another one on September 6. The insured suffered an 
accidental injury on September 13, and on the same day paid the pre- 
mium. It was held that the time to pay the premium did not expire 
until September 13, and the insured had all of the day within which to 
pay the premium, and that, therefore, the insured was not in default and 
a judgment in favor of the insured was entered. National Life and 
Accident Ins. Co. v. Hanner, Ala. ——; 94 So. 259. 
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CERTIFIED PUBLIC ACCOUNTANT 
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75 Maiden Lane New York City 
Telephone Beekman 3461 





CONSULTING ACTUARY 


343 Se. Dearborn St., Room 1160 CHICAG® 
Telephone, Harrison, 3384 





ACTUARY & EXAMINER 
SYSTEM REVISION 
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Prominent Agents and Brokers 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 














LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. Ae- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 











3 Cedar St. 





FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


fiume-Mansur Bidg. 
Hubbell Building 


JAMES H. WASHBURN, F. A. 1. A, | 


CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
Greup, Industrial and Special Classes, ' 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropi 
Semi-Trepical ot Rt aaaay one 
Cable Address: Gertract, New York 
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JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 
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FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New Yerk 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Werkmen’s Cem pensation 
35 NASSAU STRBET NEW YORK 
Telephone, Rector 8482 





JNO. A. COPELAND 
Censulting Actuary 


JAS. R. COTHRAN 
Asseciate 


322 HURT BLDG. ATLANTA, GA. 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA, 

















T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Beeks Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatasts 


THE BOURSE PHILADELPHIA 




















MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
_ CLARENCE L. ALFORD 
Asseciate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 





10 Jackson Place, N. W. Independent Life Building 























FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bidg. ATLANTA, GA 
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WOODWARD &FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Menmrber of the New York Bar 


CONSULTING ACTUARIES 


Examinat ous and Audits in all Branches of lasuraace 


43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service® 


10 Se. La Salle St. Chicago, Ill. 
“29 Years’ Experience Backs Our Service” 














L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to . 
Marcus Gunn, Consulting Actuary, 
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Fxaminers and Adjusters 











Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on wor performances—W eshow 
results. Send for booklet of references. Liability, Com- 

tion, Auto, Fire and Theft, Collision, Property 
Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 














——— 


Insurance Attorney 














Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 














Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 








Jefferson county. 





Elevator Liability Selling Fast in 
Des Moines 

Des Mornes, Ia., April 3.—While the in- 
vestigation into the causes of the elevator acci- 
dent at the Randolph hotel, which cost the 
lives of four and serious injuries to five others 
is in progress at Des Moines, insurance men re- 
port a tremendous increase in the demand for 
elevator insurance, 

It was discovered that the Randolph had only 
$10,000 elevator insurance with the Globe In- 
demnity. This will be only a start in the settle- 
ment of claims providing the blame for the acci- 
dent can be fixed. In the meantime, insurance 
agents are increasing policies on every hand. 
Parties who formerly held small amounts are 
increasing them to around $100,000, while those 
with $100,000 policies are doubling them. 


—The Jefferson Standard Insurance Company placed 
a big policy in Birmingham, Ala., last week, when it 
sured the lives of the sheriff and all the deputies of 
The force includes fifty-three men 
and the cost to the county will be $700 a year. Each 
officer carries a policy of $1000, 


New York Legislation 


Ausany, April 4—Rapid progress is being 
made in disposing of pending insurance legisla- 
tion by Senate and Assembly. But few more 
bills amending the insurance law and workmen’s 
compensation act are likely to be introduced 
this session, which is expected to come to an 
end during the week beginning April 23. The 
record of the past week may be summarized, 
as follows: ; 

Bills introduced : 

Assemblyman Hutchinson, amending section 
137, insurance law, in relation to licenses to 
brokers in excepted cases, 

Assemblyman Hutchinson, amending section 
16, insurance law, relative to investments of 
insurance companies. 

Senator Sheridan, amending section 187, tax 
law, by providing that the one per cent fran- 
chise tax against insurance corporations shall 
be on excess of the gross amount of premiums 
charged, “plus all consideration received for 
all policies or agreements for annuities.” 

Assemblyman Hutchinson, amending section 
143, insurance law, by authorizing the Insur- 
ance Superintendent personally to examine any 
broker who may apply for a certificate of 
authority. The amendments also relate to dis- 
criminatory laws of other State, with refer- 
ence to licenses and fees therefor. 

Also, amending sections 70 and 71, insurance 
law, relative to the powers and deposits of 
casualty insurance companies. 

Also, amending section 33, insurance law, 
in relation to reciprocal requirements of insur- 
ance companies and agents. 

Also, amending sections 262 and 265, insur- 
ance law, relative to co-operative fire insurance 
corporations. Among other things, ‘provision 
is made for the issuance of a combination 
standard form of policy by two or more ad- 
vanced premium corporations. 

Also, amending sections 141, 141-a and 141-b, 
insurance law, relative to rate-making associa- 
tions. It is provided that title or mortgage 
insurance is excepted, together with life con- 
tracts. Provision also is made for charging 
higher or lower. rates than those fixed by rating 
organizations, under certain conditions. 

Also, amending section 65, insurance law, 
relative to rebating and discriminations. It is 
provided that neither the insured nor an em- 
ployee shall receive any rebate from premiums. 
It is further provided that dividends or other 
inducements shall be included. 

Senator Dunnigan, amending section 1199, 
penal law, in relation to acting for foreign non- 
admitted insurers. 

Passed Senate: 

Assemblyman Hutchinson, amending sections 
84 and 97, insurance law, relative to valuation 
of group life insurance policies and to limita- 
tion of expenses, 

Passed House: 

Assemblyman Hutchinson, adding new sec- 
tion 111-a, insurance law, providing for the in- 
corporation of mutual or assessment, associa- 
tions for insurance of property for members 
against fire, lightning or explosion, not other- 
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wise covered by provisions of law. 
Assemblyman Whitcomb, establishing a State 
Fire College, in charge of three commissioners, 
to be appointed by the Governor to serve with- 
out compensation. They are to give practical 
instruction in modern methods of fire preven- 
tion and extinguishment. 
appropriation of $5000. 
‘oon — sections 
definition of marine pale : ie ~ 
ance, and relating to 
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Assemblyman Hutt, amending subdivision 1 
section 16, workmen’s compensation law, by in. 
creasing the maximum allowance for pints 
expenses from $100 to $200. 

Advanced to third reading in Senate: 

Senator Dunnigan, amending section gt, in- 
surance law, relative to revocation of patent 


certificates of authorit 
y by the Insuranc - 
perintendent. sais 


Senator Dunnigan, amending the insurance 


law by addi Ww i 

finer? ee ae as 
nnuities and pure en- 

dowment contracts. 

Advanced to third reading in House: 
eer 

; elation to estimation of 
the surplus of fire insurance corporations. 

Assemblyman Hutchinson, amending section 
g6-a, oe law, by authorizing the Insur- 
ance Superintendent, j t 
operations of a eo a 

; ompany are 
being carried on economically, and that the re- 
quirements of section 97 are being observed in 
good faith, to suspend, on application of the 
company, the limitations of new business for 
the calendar year. 

Assemblyman Hutchinson, amending sections 
60 and 248, insurance law, by extending the 
prohibition against misrepresentations. 

The House insurance committee has reported 
favorably these bills of Assemblyman Hutchin- 
son, amending the insurance law, with added 
amendents : 

Amending sections 321 to 324, and 326 to 
relative to mutual cai Phy 8 
corporations. 

Amending section 71-a, in relation to mutual 
life, health and casualty corporations. 

Amending sections 185, 187, 189, 190 and 1094, 
repealing section 186, and adding new sections 
186 and 17, in relation to mutual employers’ 
liability and workmen’s compensation insurance 
corporations. 

Arpany, April 4—Governor Smith has 
signed the following bills of Assemblyman 
Hutchinson, amending the insurance law: 

Amending section 13, by providing that the 
Superintendent of Insurance shall receive a 
deposit from an insurer, as well as domestic 
insurance corporation, whenever such deposit 
is required by the laws of another State as a 
condition of admission to that State. 

Amending section 31, providing for filing 
with the Superintendent of Insurance of his 
certificate of authority, by persons, firms or 
corporations acting as agents of foreign in- 
surance companies. 
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PROVIDENT MUTUAL 


LirFE INSURANCE COMrANY 


AMERICAN OF PHILADELPHIA 


The Provident, organized in 1865, as The Provj- 


dent Life and Trust Company, preserves a con- 
tinuous corporate existence, but, having mutualized, 


will be known hereafter as the 


COMPANY PROVIDENT MUTUAL 


Life Insurance Company 


of NEW YORK __ of Philadelphia 


and will maintain the reputation and tradition 

or reg ed which have arisen from fifty-eight years of con- 

— WAY spicuous fair dealing. 

Company's Home 100 BROAD The policies of the Provident Mutual contain 
new and attractive features, including the recently 
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Fidelity and Surety Bonds Burglary Insurance —_ and exceedingly liberal Total and Perma- 
‘ nent Disability Clause. 
Check Forgery and Alteration Insurance An Increased Dividend Scale for 1923. 
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SHIELD POLICIES WANTED---GENERAL AGENTS 


Ordinary Life Insurance FOR SEVERAL POINTS IN NEW JERSEY 
Industrial Life Insurance 
Health & Accident Insurance WILL OPEN NEW TERRITORY FOR GOOD MEN 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. The Shenandoah Life Insurance Company 


C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. ROANOKE, VIRGINIA 


The National Life & Accident Insurance Co. R. H. Angell, President W. L. Andrews, Sec’y-Treasurer J 
Home Office: National Building NASHVILLE, TENN. On Agency Matters Address W. F. Macallister, Agency Manager, 
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‘‘THE LIFE INSURANCE BUSINESS” 


CALEDONIAN INSURANCE COMPANY Under the above title, Minor Morton, vice president and agency manager of a well-known lifein "a 
OF SCOTLAND company, has written a booklet of w hich the purpose is to demonstrate the desirability of capablemm 
Founded 1805 adopting Life Insurance as an Avocation. a 
“THE OLDEST SCOTTISH INSURANCE OFFICE” STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED ; 
U. S. Head Office: Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15¢eil 
CALEDONIAN BUILDING 50-52 Pine Street, N. Y. City 100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 40,000 copies, $2508 
HAS. H. POST, U. S. Manager THE SPECTATOR COMPANY 


Cc Ee 
R. C. CHRISTOPHER, Assistant U. S. Manager Chicago Office 135 Wiliam Soot 
Insurance Exchange New Y 


























$5 PRICE REDUCED ONE-HALF $5 


New Calculation Tables for MULTIPLICATION and DIVISION: 


These Tables were devised by the late Levi W. Meech, author of System and Tables of Life Insurance, after consultation with 7 
Professors Babbage and De Morgan, of London, and many years of patient experimentation. They take the place of an assistant com- | 
puter, giving the results of his work at once. 

Each of the nearly 1,000 pages contains the products of one number by the facotrs 0 to 999. Complete explanations for using the | 
tables for quickly multiplying and dividing small or large numbers are given, as are also proof methods. 

The book also contains tables of Squares, Cubes, Roots and Reciprocals. The entire work is tag-indexed so that any desired © 
page may be located at a glance. 4 

This valuable time-saving book, containing nearly 1,000 pages, is clearly printed and substantially bound in black leather. Every © 
one having mathematical calcul: tions to perform will find it of inestimable assistance. Up to the present announcement, this book 4 
could not be purchased for less than $10, but The Spectator Company having recently purchased from the Estate of Mr. Meech the plates 
and entire stock of books and sheets on hand, now becomes the publishers thereof and are offering the book at one-half price in om to 


close out the present stock. 
PRICE, $5 Per COPY 
CHICAGO OFFICE: THE SPECTATOR COMPANY 135 leg . 


Insurance Exchange 
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